






GUARD YOUR CREDIT 
AS A 
SACRED TRUST 








Do You Mind 


Expanding? 


1e uncon 
fortable position in which this 


f 


gentleman finds himself. He's 


been “expanding, too 


You can make certain you! 
creased sales volume will consist 
of profitable credit sales. Order 
Factbilt credit reports from your 
local credit bureau to help in 


your credit sales expansion 





Factbilt reports anywhere through affiliated members of 


Associatep Crepit Bureaus o¢ America Ine. 


7000 Chippewa Street St. Louis 19, Missouri 








THE REMINGTON RAND 





ACTIVE CREDIT 


RECORDS GET CERTIFIED 
PROTECTION AT POINT-OF-USE 


Active credit records need active protection 24 hours a day. With TRAY-SAFI 
you are assured of certified protection during business hours... every minute of the day 


or night. Certified protection at point-of-use becomes a functional part of your credit operation. 
rRAY-SAFE functions as an efficient work station for the daily accumulation and dispensing 

of credit information. Within seconds the closed TRAY-SAFE provides security for the vital 
records so necessary to post-fire operation. Ledger cards, credit history cards, 


sales media. payment slips and other active credit records have the protection they 
need right at point-of-use. 


Play safe with TRAY-SAFE. It’s never too early to take needed precautions — often too late! 
Find out how easily and economically TRAY-SAFE can help you maintain “safe” 


record protection. Write to Room 1740, 315 Fourth Avenue, New York 10. Ask for SC784 
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The ability to write attention-getting, action-impelling credit department letters is essential 


in these days of keen competition. Letter-writing skill should be high on the list of quali- 


fications for the modern Manager of Credit Sales. 


A valuable new letter-writing service is now offered to our members. 


EFFECTIVE CREDIT AND 
COLLECTION LETTERS 


Each month a release consisting of two pages of comments on letter-writing techniques and 
craftsmanship and four original letters dealing with collection, credit sales promotion, credit 


acceptance and declination and adjustment problems, will be mailed to subscribers. 


The original letters will be designed to meet every imaginable credit and collection situa- 
tion. The sheets will be punched for a standard ring binder. With slight adaptation, or 
just as they are, they will be usable by all types of business, and by large and small firms. 


Subscribers can build up a letter reference library. 


Costs only $12.00 per year 


Just one new idea a month in creating more effective letter-writing appeals or in providing 


new and refreshing approaches to old situations will amply repay the cost. 


You are cordially invited to become a member of this new National Retail Credit Association 


Service. COMPLETE AND MAIL THIS COUPON TODAY. 


Mati TRIS COCrea .1 § eae 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 Jackson Avenue, St. Louis 5, Missouri 


Please enter my subscription to “Effective Credit and Collection Letters” for one year at the rate of $12.00 
per year. 


Name -—- : — ; ; Firm name 
Firm address 
Te - mien ; : . ; — . State 


ERE TE Mail me a bill - 
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Cut Collection Costs 
with 


CUSTOMER'S 
ADORESS 


ttTuRN 
ENVELOPE 


lige Olly 

LOW COST NOTICES 
all-tu-one-piece! 
MAKES COLLECTIONS 


EASIER, FASTER... SAVES 


50¢ ON EVERY DOLLAR! 


TRIPLE-DUTY combines outgoing 
envelope, notice form and return enves 
lope in one piece. Costs less to handle, 
brings in delinquent payments faster. Can 
be used in series of first, second and third 
notices. But first notices in TRIPLE+ 
DUTY form do the bulk of your collec. 
tion job. Make it easy for customers to 
remit payments promptly, resulting in 
improved collection efficiency. Only 2¢ 
postage, mailed anywhere in the U. S., 


Your mail gets first-class attention from 
customers, but you pay only third-class 
rates when you use TRIPLE-DUTY. Send 
in the attached coupon for your com- 
plimentary samples and price list. See 
for yourself what TRIPLE-DUTY can 
do for you! Clip the coupon and mail 
it today. 


TRIPLE-DUTY ENVELOPE CORP. 


Affiliate of Hodes-Daniel Company, Inc. 


(Originators and sole mfrs. of Triple-Dut 
Baveheges? 352 Fourth Avenue, New Yor 
10, ‘ 


TRIPLE-DUTY ENVELOPE CORP. 
Alliliate of Hodes-Daniel Company, Inc. 
352 4th Ave., New York 10, N. Y. 


Gentlemen: Please send us somples ond prices 
of TRIPLE-DUTY Collection Notices. 


NAME_ 





ADDRESS 





CITY ZONE... STAVE... 





TYPE OF BUSINESS 
CW-7-56 
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re You Must a rec if Lyran f er 


P rofe salen Credit a five 7 


Dean Ashby 
Credit Manager, The Fair, Fort Worth, Texas 
Past President, National Retail Credit Association 


Y QU MUST BE a credit granter first before you 
are a credit executive, but you must also be a leader! 


No age or time of life, no position or circumstance has a 
monopoly on success. Any age is the right age to start 
doing something! Credit management would be crowded 
if boys and girls could do it! Experience is what you 
have left after everything else is gone. Do not itch for 
something that you are not willing to scratch for. If you 
want to be a self-made man or woman, do not leave out 
the working parts. 

Three dimensions of business are manufacturing 
merchandising, and financing. The fourth and _ indis 
pensable dimension is human relations. Usually, human 
relations have their roots quite as much in hearts 
in heads. 


as 
A combination of financing and human re 
lations is the Credit Sales Department. ‘‘Nothing much 
happens in a store until someone sells something to some 
body else.” 
collected. 


A sale is not complete until the money is 
You must believe in people! Selling credit 


is your life. 
Change Is a Permanent Thing 

There had been a curious idea nurtured by some 
store executives that a credit department is an item of 
burdensome overhead—a_ necessary but not foo nec 
essary) evil. The origin of this idea was, no doubt, 
sound in the days gone by when a credit man was 
considered a predatory vulture who looked dow: 
nose at each customer and each charge 
of suspicion and distrust. But the most permanent thing 
is change! 

Westinghouse engineers are often called upon to come 
up with “tailor-made” motors for unusual appliances. 
()ne customer requested a motor for a chicken-plucking 
machine that he had designed. 


Another wanted motors 
for fans to blow feathers into sleeping bags. Strangest 
of all was an order for a motor-driven toothbrush. 

The processes of evolution have not only operated upon 


production, advertising, and sales, but they have also 


al 
worked an equal change among credit departments. In 
tact, so great has been the change that no longer does 


the term “Credit Department’? adequately describe the 


function of the properly organized and directed credit 
organization. A far more descriptive designation would 
be Credit Sales Development Department. 

The welding of the sales and sales development section 
ot a business begins with the organization of the credit 
department. If your credit sales department perform 
make sure it sells! How do little shots become big shots ? 
Many big shots got that wav by knowing where to loo! 
for good ideas and then using those ideas in their own 
credit departments 

Tomorrow your life will be easier and you will 


healthier to enjoy the extra leisure. Ri 
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ght now a richer 


~today needs people who are experts in today’ 


more wonderful life is being created for 
family. From the nation’s laboratories will n flow 
such wonders as homes lighted and warmed by atomic 


power; stainless clothes that never wear out itom 


powered autos, trains, ships and planes; plastic building 


materials, and countless other aids to happier living. 


Such is a skeleton preview of the better things that are 
coming tor you. 

Are you using obsolete methods? Credit management 
methods 
Just as advertising, distributing, merchandising and 
selling have changed, credit management has changed too. 
It has become a specialized field, with each step based 

customer psychology. You do not have 
key position to open the door of opportunit 
experience is not what happens to a man 
man does with what happens to him; 
irt of letting the other man have your 

Credit Sales Managers must 
sing plans to attract more usage 
a report of sales daily? Do y 
ish sales? Do you 
edules 
You may not have to do all these thing s next month 
bly in this vear However, what vou have to 
begin to think ot them and to start a program 
competition, for if you begin now to do your 
for the competitive race ahead 


likely tO win this race. 


The Romance of Business 

The very thought of these situations should be stimu 

Herein lives the romance of business The 
business is not doing the things 


can be done by almost everyone lhe 
ance of business—the satisfaction of business—is the 


ng of the difficult problems. Pride progress i 
economic pert ods is a great stimulant and, I may 
vreater compensation to modern business manage 
in a substantial balance sheet. However, the 
tial balance sheet is sure to follow proper manage 


It is a result of sound management, Dut do not 


] 
rac les ! 


ales of department stores will be doubled in 
the next ten years. That was the consensus of opinion 
mong top retailers at the recent convention of the 
National Retail Dry Goods Association in New York. 
Belief was expressed that in the event of any business 
downturn, stores will have to promote credit selling even 
more intensively to maintain volume. Generally, retail 
ers feel that terms may be loosened considerably without 
any danger. 


Consider the turtle He makes progress only when he 











sticks his neck out! Your reputation hangs by a thread: 
make sure it is a strong one! 

‘Train employees well, and create good will (,00d 
will is about the only asset that competition cannot 
undersell. On a busy day, read a little, smile a little 
reflect a little. There is more to life than increasing i 
speed. 

Modern educators are in agreement that 
more is accomplished when learning motivated 
Ideals of all kinds 


nurtured best in a friendly atmosphere And one of 


encouragement and reward. 


the best stimulants to creative efforts is sincere encourage 
ment Praise and encouragement pay the bigvest diy 
dends. 

It is the give that does it A rubber tire will run ten 
times as tar as a steel one before wearing out Strange 
as it may seem, in some situations, rubber outwears steel 
because it is more pliable and relaxed. It fits itself to 
the irregular surface of the road, thus reducing ar 
nd tear to the minimum. ‘The rigid steel wagon tire 
never shapes itself to anything, but crushes and grinds 
it wal along It takes the full shock of each Dump, 

finally worn out by its own hardness. Rubber 
because it has “give” in it This is not a 
ot nature, but conforms to the law of life. It 
seem a paradox, but it is true. Hardness of attitude 


of viewpoint, May seem a 


protection, 
prove just the opposite 
You must have elasticity of nature. The person who 


solves the problems most qui | ly and €as ly s not the one 
himself 


It is the 


who gets tough, but the one who adapts 
Pliabilits outlasts hardness 


in it. ‘The more brittle anything is, the more likely it 


give 


situations. 
is to break. “Two people meet the same kind of trving 
experience. One grows resentful because he has a rigid 
nature. The other takes it with a patient smile 

‘Two people have the same kind of difficult task to 
perform or problem to solve. One approaches it with 
rough hands and clenched teeth. The other approaches 
it as he might a pleasant diversion. “TWo people have 
closed doors to open. ()ne pounds away with a battering 
ram; the other ye a key There is no question as to 


which will outwear and outperform the other. 


The Various Aspects of Leadership 


When we use the word leadership it suggests some 
thing desirable in the eves of all people. It suggests 


position, power, prestige, influence, success, and things 


of a comparable category. Much has been written and 


spoken on the important subject of leadership, and rightly 


» It is indeed an important and useful role to which 
Many studies have been made and 


much research has been conducted to determine what 


human beings aspire. 


ysterious and psvchologic il 


may be termed the { 


ot leadership. 
Here are six fundamental qualities that make 

a competent leader: 
| Sound judgment ot men and events. 

2. A sincere liking for people of all kinds. 

3. A willingness to accept responsibility. 

+. The rare trait of being man enough to take the 
blame when things go wrong, instead of passing the 
buck. 

5. Being free from prejudice. 


6. Developing a desire for facts, facts, facts. 


Le idership has these essentials 


1. Good judgment 
Z \ | ike aecisi 


1 good 


+ tl ' 


] 
nument of acce mplishments tm le ( 
lwo of the toughe st executive 


roblems today are how keey up with a mount 


of time can never destroy. 
? 


work load, and how to delegate more routine job 
OUERSTIONS 


l. Have you checked 


cl 
Do vou ively h your 
kor example 

know how 

Tact t part 

while 
ideas have fully 
you stimulate better teamworl 
su show your people how thei 
ith th 


e company s produc 


Wo 
Db well done 


i chanee 


Everyone in - r] Wants succe l one I or 
inother Success ts - Dp I rrea rl Lhousands 
of books have been written o le subd] of success 
they will continue to be written until the end of 


Why? 


‘They want true examples of how others achieved success 


Because people never tire of success 


so they can try to make personal 

Success can be defined in many 
detinition seems to covet aptly out 
Success means doing your very best 
undertaking or ignment. It take 
ment! 

\ successful businessn an whom | admired vAave 
this advice: ‘““This is the secret of my success—nevet 
vourself what you can hire an expert to do.” 

On a recent trip we reached our destination on the 
second night after driving two days through intermittent 
rain and sun. ur car was undoubtedly the 
vehicle on the road. Our 


concern, after securing 


accommodations for the night was to tind a service 


station with car-wash facilities. An hour or two dater 


} 


our car was returned, shining from Dumper to bumper 


Even the tires were w ished and painted with 
vation compound. It looked as new as 

t left the factory 

The car-wash boy himself delivered it, and we con pl 
mented him on his worl \ grin ased his tace and 
1 look of pride came int is eves, 


washer in town,” he told u 


ca 
ind we believed him. | he re 
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was no boastfulness in his claim; his second statement 


explained it: “Ah loves to wash cars.” 


And it Was good to hear someone admit to being the 
‘| oo often 


best at something, 


] 
I 


and to see him prove it. 
a spirit of self-deprecation which prevents a man from 
his 


inhibits 


su] 


his development and retards him in 


acknowledgir yremacy even to himself, let alone 


to others, 
his progress. 


“Know 7] 


( mree 


adjuratio the 


™ 


wselt’’ was a_ favorite n ot 


} 
ancient | and we would do well 


philosophers, 


heed them. If we are good at anything, let us admit it 


to ourselves and not hide our belief under false cover of 
and when others praise us for our accomplish- 
ments, accept their compliments as gracefully as the car- 
d. 
Cal washer 
added, 


¢ 


a 


But he had something more to say, “I’se 
he repeated he 
the best.”’ 


1) 
a 


WwW ash 


the 


DOY 


} 


best 


drove 
If 


too proud to admit 


in town,” as 


away, and “and Ah aims to stay 


good anything, don’t be 


vou re 
t—and keep as vour guiding star: “Ah aims to stay the 


rest. 


There 
that perhaps it is more difficult to remain in the lead, 
the 


it in the first place. 


M ike this your motto: are those who tell us 


once you have taken top position, than it was to 


When the 
for all those under you. 
ot 


leader, 
When 


position. 


reach you are 


vou are often the target 


you at the top, many 


But t 


are 


} 


are envious your 
e price one pays tor leadership. 
let th it 


any 


lat is a part of th 
Keeping these facts in mind, 
fe 


tomorrow 


me sugyest you 


t 


+ 
) 


make this your today, 


Never 


motto: nm lorrow. 
good th ny you 


I 





ideas, 
of 
avail if you do not put them into practice, and the best 


Do 


All higher motives, 
and suggestions that come to your mind will be 


can do and should do today. 
no 
time to start ideals it 


today, T.N.T 
Anything tl 


carrying out your Is now. 


' 
iat is well done looks easv to do. Do vour 


job the easy way by being well informed in the months 


ahead. 


] } 11 
\ credit executive must be buyer, seller 


i 
Changing conditions 
if 


with the definition ¢ 


collector. economic 


nitions, even the bask realities remain the same, SO 


Many 
functions of this 
of 
ot 


t the credit executive. have 


he 


been the analvses of the duties and t 
1 toward enl irging the sco 
of the 


ot 


department, with a tren 


ne 


t 


ole 


responsibilities, in growing realization t 


building business volume as a teammate sales 


as a player on the team, with the 
ach must calculate tl 


He must perform 
I 


soundness ot the investment and exercise 


1d ie risk and the 


good judement. 


— 1] 
yuver ar seller 


As guardians of the company s profits, we are natur lly 


interested in building sales volume and income: we 


“di 
credit 


ire 


I 


expected to protect capital and avoid serious losses. ich 


must establish a credit policy and each 


Liberal 


handling 


company 


executive must have a program. credits and 


collections 
There 


money. 


prompt require customers on 


a 


sno mystery about it 


y ou 


lity 


hum in Dasls. 
Ask for 


mem it 


your 


ire 


as cred 
When 


t 


ef, Is our responsibD1 executives oO 


it 
l 


cred 


xk 


, 
convert receivables into ¢ ish. we grant 


, 1 ; 
to the deserving, we fully expect oO collect 





An accounting book written especially for businessmen! 
Explains accounting methods and theory for all executives 


FINANCIAL AND ADMINISTRATIVE ACCOUNTING 


by C. AUBREY SMITH and JIM G. ASHBURNI 


479 pages, 6 x 9, $7.00 


Here 


cuts 


ially 


figures 


book that 
through the 
principles, 
first 


written 
ter 


S$ espe executl 


ot 


t 


tha 
methods, 
The 
nts, fu 
The 
CXs 
In 


chapters explain the 


and 
ind 


pre lures 
the 


price- 


« 


section of book vables, invest- 


me VSiS, 
tion coy 


for 





Handle all types of accounting problems with greatest efficiency 


STANDARD HANDBOOK FOR ACCOUNTANTS 


PREPARED BY 62 SPECIALISTS @ EDITED BY J. K. LASSER TAX INSTITUTE 


1431 pages, 6 x 9, $15.00 


ul ( 
members, « 


ee 


Cid. _ 


NATIONAL RETAIL CREDIT 


ASSOCIATION 
375 Jackson Avenue 
St. Louis 5, Missouri 


Here's an authoritative desk-top reference 
at the load 

countants 

the practi I 

Lasser Tax Institute, a: 

nt hi 

tester practices, 
Whether it 

youl billing sy 

manag i ( PA lit, u 

bookkeeping machines, or 

for the SE( yu'll find 

and advi 
Turn 

questions 


6 


ontrolling the 
help in spe 
Written 


1 
constantly 


I staff 


of 


business 


ih 
bi 
spe ‘ 
the 
into 
( iple 


n we train 
roi 


are 


reduc 


Phe 


spec cally aimed rk 
ind flow work for ] 
advisory service 


ol iS\ or a 


i 


ilists, plus as of with 
@ 4 needs 


il { 


accountants 


you tin ng advice 
on on a host of subjects 
CPA audit most effectively, planning 
its Yr usine ] 


CPA 


yreparin 


indbook book rive 


] } y y 
ind it manag- 


cedures S$ a questio 


1¢ D SS both 


f 


own ster more s il ind 


t S ming rts, istl 


+ 


with 


i repe ( ! 


nin 


n iring ur statements 


} 


prep ( 


| 


j res cral lacts, 
r of volur nae 


on ev ry page 
to this book for 
that 


ok n ne I 


this be 
reliable answers 


your day-to-d 


a xX, 


easy-to-use I ir ial 
n ; 
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Today's Views Today 
ALEXANDER J. GUFFANTI, Senior Vice President, Springfield National Bank, Springfield, Mass. 


© MUCH has appeared in the press recently con- redit is that it has come of 


ave 
cerning the rapid growth in the total amount of iken | » so that what was a shameful procedure, once 
consumer credit outstanding that it appears that not evervdayv accepte iv of doing some 
enough consideration has been given either to the char 
acteristics of this type of credit or the reasons for its in the worl 
great expansion. “The major portion of the mass of econon 


consumer credit outstanding is in the form of organized 


transactions generally for the acquisition of something to 
chasing and furnishing 
live with or live by, whereas each of these transactions ! 
; equipment, the raising and 
represents a debt or a liability; similarly, something 
overcoming sometimes of the intore 
useful has keen added to the possession of the creator of nd finally tl tartit t t the 
yencies an¢ ina i¢ startin ou 0 ul 
the debt. Each nsumer. inst: ‘nt transaction Is ¢ 
( ch consumer installment transaction is a childeen inte the world an their own, All chee that 
definite one, the result of an understanding between a no ¢ e what t , nitud f the b ne 
oO Mk tel la ic naygnitude oO I wus ‘ 
and a buyer; each transaction has a beginning and th i 
on is cornet 
an end: its purpose is specif and the rate of 
repayment ts predetermined and fixed. Some of the 


It mav be well to tal 

ee | 

il climate wl cn 
reasons for the expansion of consumer credit can 

it same climate 

found in a gr: rise in prices of things that 

. i ment 
bought Vy using an installment purchase device. 

ot * many soc 


‘ctly natural that as ice ave risen the oblig 
} existed; there was 
a purchase would be larger than it was in ; 
employment insurance: 


past. Similarly, there has been a gradual tendency 


\ 


; there was no Blue Cross or Bh 
xtend the term of these transactions to lenethen the ere wa o Blue . ( » 


' , 
of health and hospitalization i1 
ie Of payment so that when an obligation is created. : 
in the way of group 
as rapid as it has been in the past; - 
: . presence otf these haz irds to one 
heretore » total seems to rise faster and reduce itself ; 
, : ; ncome or ones ability t vercome 
more slowly. Lhe only possible criticism that could be : 


resulted in a natural 
1 to consumer installment credit has been a tend- ; 


the nany 
ency toward the lengthening of terms beyond what was ples 
heretofore considered reasonable. I am glad to report I talked to a 
that this tendency has leveled off somewhat. be iuse the could detect one single frame of n 


tundamental laws always do apply and when difficulty contributing factor to the enthusia 


. di } we 
begins to appear, wise and experienced granters of credit the credit commitments which have 


are quick to reverse the trend or to stop it, if terms seem stantial figure of outstanding 11 
retting too long. However, in all that has been select a complete absence ot 
itten ] 


1 and spoken on the question of consumer credit quences that used to be so se 
] ] . 
and there is a considerable quantity of that), certainly increased social advances which have 


; : 
no criticism based on the record could be leveled at the developed a complete freedom from 
] j 1 
quality of this credit. embark on marital adventures; they pl 
1 : bu Or Ss an thev equit 
Consumer installment credit, properly administered homes, and ; qu 
; , slichtest iscivine of their a heir commit 
and properly used, has firmly and undisputedly established lig aantSg) 5” ' 


‘ ‘ 
] ments. It sometimes seems l | oO remember 
is a fundamental part of our national way of life. 


’ } od <i > the 7 
ten rr more vears nave yaSSeK since the en of 
history is glorious testimony to the integrity of our ali I . : : 


‘ 1 ‘ junesters ’ ten 
people, to their clear understanding ot mutual responsi W : Il; youn ‘ were ‘ 


time are now in their early twenties, 
] i 
bility, and to their apparently endless ability to manage 


, , ten vears ot ample work, good 
their financial affairs competently to plan and con , 


1 ] 
a vy know nothing else 
summate their planning w thin resources that, to those on ' - 


; , ing else nother 
the outside, sometimes seem painfully slender. e. Ano 
TI i a tirm foundatior l I i na > Nav many 
le drive * ambition our people to strive to , 
: i a : Working WIV6s. We have 1OINn ventures itrimony 
live a better life with better things will always provide ; 
now between two fulls developed citizens, ¢ i man 
] 
a market for the continuously improving products of the , ; 
. ; i & procuc ! and one a woman, each with a capa Ol rk and 
' neet : a — : . ] t ' 
preate manufacturing capaci in the world. Call it a both willing to continue to work as long as they are able 
: . re 3 ' I]: hy < yO S onple ’ | 
squirrel cage if vou will; | o long a people want in order to get a faster and better start: like the creation 
things and buy things, someone has to make those things. of useful debts, a wife’s employment no longer is some- 
Going bevond th it, someone has to make the 1 ichines to be h dden. Sometimes ] think if is someth ng to 


that make these things; somebody has to transport 


raw material and the finished product; and somebody h arthee think the 
to engage in the business of distribution and selling. continuous use of judicious credit 


An often overlooked fact in consumer installment tion the many things which American 
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has placed at our disposal results in an inspiring con- 
sumer demand. Again this creates a similar spiral of 
employment in all phases of our life, and the situation 
seems to be working out to the great dismay of some of 
our economists. Where people once paid rent, they now 
pay for mortgage commitments. Ownership of a home 
gives people a real sense of security, certainly improved 
living space, and better conditions of life generally. 
Those who bought homes ten years ago with perhaps 
modest down payments—it any were made at all—now 
have established a real equity in their home property, 
and a nation wide record ot mortgage payments shows a 
surprisingly low rate of delinquency and similarly a sur 
prisingly low ratio of foreclosures. 


Where people once paid for domestic help, on one 
basis or another, the same money is diverted to the owner- 
ship of modern appliances to ease the work of the modern 
housewife, who has learned to live better electrically. 
In the .field of transportation this is now purchased 
privately through the ownership of an automobile, where 
it used to be purchased publicly by the use of transit 
facility. Certainly this transition in transportation has 
had a powerful effect and provides another basis for the 
expansion of consumer credit, for it has made living in 
the country (or certainly in the suburbs) unbelievably 
easy as compared to what it was in the past. 

A pioneer in this business, answering a question about 
the measures used in the vranting of credit, once said, 
‘the best judge of the degree and amount of one’s credit 
is that person himself.””. It has been an amazing phe- 
nomenon to watch the increasing capacity of the Ameri- 
can people, not only to produce an income, but to man- 
age it sensibly and carefully, for with the growth in the 
umount of outstanding consumer debt there has been a 
corresponding, if not larger, growth in the amount of 
individual savings in savings banks and other institutions. 
Similarly, there has been a growing consciousness of 
credit. Its great usefulness has become recognized by 


more and more of our people, as we are organized in this 
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country. QOne’s conduct in the field of credit becomes a 
matter of almost public record and one’s right to addi 
tional credit rests similarly on the manner in which 
prior commitments had been handled. The buying 
public is increasingly aware of the existence of credit 
bureaus, in the procedure whereby those who grant credit 
freely exchange and record vital information. They 
realize that their credit reputation has become a sub 
stantial part of their total personal reputation and, cer 
tainly, the vast majority of our people are careful to 
guard themselves against credit criticism. They know 
that those who are thoughtless, careless, or indifferent 
leave a record which precludes in many cases the exten- 
sion of additional credit, and this procedure serves to 
keep at a high level the quality and the soundness of the 
mass of consumer credit that is presently outstanding. 
One of the reasons why the American people enjoy a 
standard of living incomprehensible to people of many 
other lands is that consumer credit has been judiciously 
As long as this 
philosophy is maintained, the mass of consumer credit 


offered and equally judiciously used. 


outstanding should cause no one the slightest concern. 

Many hospitals have seen the great need for adopting 
sensible, well-founded credit and collection procedures in 
their various institutions. “he problems in hospitals are 
somewhat different from those in banks and mercantile 
establishments, for in most cases they deal with an un 
willing customer, who was in the hospital, not from any 
free choice, but from some health emergency. ‘The 
psychological factors are different, too, and these require 
different handling. A person enters the hospital not 
with any idea of shopping; he knows he has little time 
to decide what to do, and he is apprehensive about the 
outcome of the present situation. He is fearful that he 
will not get the best of care, and therefore insists upon 
accommodation, sometimes beyond his financial reach, 
and sometimes in the absence of adequate insurance the 
hospital bill looks unusually large to those that do not 
have a clear understanding of the expenses and costs in 
operating a hospital. The task of those who work in 
the business offices of hospitals is one that requires 
extreme diplomacy without sacrificing any of the curiosity 
or any of the credit experience that is so necessary in our 
work. Hospitals have learned to use consumer install 
ment lending; for, based upon the fact of a credit report, 
the credit or collection manager of a hospital can readily 
sit down with a departing patient and work out some 
mutually agreeable program for the elimination of the 
hospital bill by simply extending the amount over a 
reasonable period of time. I think that growing use of 
credit reports by hospitals is an encouraging thing for it 
places the hospital on notice of perhaps two optimistic 
commitments; it can save the patient money and it 
places the credit manager or collection manager in a 
firm position to discuss the payment of the hospital bill 
discreetly and firmly. 

All in all, you have a perfect right to conclude that 
I am optimistic about the future. 1 express no immedi- 
ate concern about the sharp rise in consumer credit, and 
now since I observe that the trend in the unwise exten- 
tion of terms has been halted, I look forward to the next 
twelve months with confidence in the demonstrative 
capacity of the average American man and his wife to 
run their affairs financially in the future, as well as, or 
better than, they have in the past. wok 
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He called attention to the bus boycott in a Southern 
city—pure emotions—reason and common sense thrown 
to the winds—a people divided, and a city’s economy 
damaged. We noticed recently that on a boat trip in a 
Northern city, two races literally staged a small war, 
with various serious injuries to both white and colored. 
Police prevented a race riot. 

In my own rather conservative city of Little Rock, 
Arkansas, there was recently a meeting of segregationists. 
The auditorium was filled—some 4,000 present. After 
impassioned pleas, men and women, singing and praying 
and crying, walked up and down the aisles, throwing 
money into a hat to encourage a candidate for governor. 

The lecturer at the convention suggested that the 
conflicting emotions of a few men in some conference of 
the nations could unloose forces that could cremate the 
human race. An appalling thought—but who can deny 
its implications ? 


Greatest Government on Earth 


Yes, we do have the greatest government on earth 
the only nation where every citizen is a sovereign, and 


no man dares wear a crown. Yes, our private enter- 


prise system—peculiar to America—and our Government 


have built the finest and most productive economy in 
history. Yet, maybe we are becoming more and more 
victims of fear—subjects of bigness—and leaning toward 
a dangerous emotionalism. So, again we ask the ques- 
tion: What does it all mean? What and where is the 
answer? 

This American business system that you so ably repre- 
sent was founded and fostered under the freedoms given 
by this American government under the guaranties 
vouchsafed by our Constitution. American business has 
always faced facts. You are used to facing big problems 
and tough times—always with chins up and courage 
unafraid. 

We are not very far from George Washington and 
Patrick Henry. ‘They faced problems just as great. 
They served and fought their way out. They did not 
lose their heads they kept their feet on the ground. 
They looked up—not down. ‘They kept their faith in 
their institutions and their Government and in their 
people and in their God. 

There never was a time when American business 
and that is you—stood on such a high pinnacle, or faced 
sO many rainbows of unprecedented promise. Yet, there 
never was a time when our business system faced so many 
difficulties, when our personal freedoms and_ security 
were fraught with so many dangers. For years, America 
has lived with a crucial crisis just around the corner. 

Yes, our people are literally crving for a dedicated 
leadership. ‘This matter of inspiring leadership, of build- 
ing a people’s morale, is too intangible to measure in 
terms of capital accounts. It is not found in the balance 
sheet. It is something you cannot buy. You cannot 
hire it done—vyou cannot send an assistant. You must 
dedicate your own self. It is your own personal task. 


This is your “Date With Destiny.” 


American business is right at heart. It does have a 
deep and abiding interest in the welfare of its people. 
Our business system does know that democracy means 
nothing to a hungry man. You do know that economic 


freedom starts and stops with a job—and that to be 
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politically free, a man must be economically free. You 
long ago recognized that our democracy will work for 
us only when we work for our democracy. This is 
vour challenge. 


So, let us ask ourselves a few questions. Let's be 
trank—no sugar-coating—down to earth. Has our great 
system been giving too much attention to material things 

to bales and to barrels—to bushels and to bayonets 
to greed and to gold? There is something greater than 
tactories and that is families. There is something greater 
than horsepower and that is manpower. There is some 
thing greater than brick and wood and stone and that is 
the urge of the human soul. Battles are fought and won 
in the spirit Of man. 


How are you going to answer Mr. Average American's 
common call for a larger share in the ever increasing 
benefits of this proudly boasted system that our Govern 
ment and our economists say is yet on the march upward : 
When the average citizen hears about billion-dollar cot 
porations doing a billion-dollar business—when a labor 
ing man hears so much about $100,000 salaries—when 
he hears about multiple mergers—won't he wonder if he 
is getting his share of this bigger business and more 
profits 

What concerns in our business system would consider 
giving a job to a man over 45 years old? Who here 
would work out a job for any of our physically handi 
capped—or do we turn them out on a cold world, and 
then complain because we pay taxes for old-age pensions ? 
[| wonder how many of the tremendous concerns repre- 
sented here today have any active and personal interest 
n local citizenship activities—in state development or 
ganizations—in community-building programs—in the 
various states in which they operate ? 

I wonder how many of you have ever even discussed 
with your own family our Declaration of Independence 
and the Bill of Rights—those basic charters of American 

berty? I wonder if any of you, or your top executives, 
have ever made any personal sacrifice in an effort to sell 


this way of life—vour Constitution—vour Bill of Rights 


this basis and method of doing business under which 
uu have built the greatest production on all the earth, 


© your employees—or to your high schools and colleges 


or even to your own families ? 


The Goodness of Business 

I wonder if we are selling too much the bigness of 
business rather than the goodness of the business? | 
wonder if we are selling too much our profits trom the 


business, rather than its benefits to the citizen? 

Yes, business has done a great job. You have built 
the vreatest welfare svstem on earth. The American 
laboring man is the envy of the world. Your business 
system has built a way of life that now has 93 per cent 
of the high school students and 93 per cent of the college 


students of the world. Your way of life spends as much 





and regularly will contribute to 
your success ara Credit Executive. 

















for education as any other ten countries of the world. 
Your way of life has brought to the American citizen 
more pensions and more life insurance and more hos 
pitalization and more retirement benetits than any other 
governmental or business system in the world. 

The big question is fo sell your private enterprise 
system to the people. Y ou have built the greatest sales 
manship force on earth. You can sell your product any 
where, any time—why cannot you sell your system of 
business—your way of life—to the American people? 
This is your task—this is your “Date With Destiny.” 

Wonderment about the future makes men think. Our 
American business system maybe needs to get upset. 
Every one of you knows the answer. The great task 
is selling vou on the big job. 

After one of the White House Conferences ifter 

‘ning all day to defense and to war machines and to 

ver and better bombs and to radar and to taxes and 
to billions all for the urpose of destruction, even 
though in defense and survival—you leave these 
meetings disturbed and upset. I noticed as I walked 
out, in the back of the room, just one piece of literature. 
It was an ordinary hymnbook—Songs For All The 
Churche and | thought to vself “There is more 


power there is more strength there is more that holds 


together the future and binds the hearts of men to a 


faith unbounded and a unafraid, in that hymn 
book than in ; issiles and war machines that have 
been des that the money of the world can 
build.” So, I left that particular conference with uplifted 


spirits 
} . 


I want to come back to the last White House Confer 
ence. ‘| here, they talked about you American business 
‘| here mayvbde we got the answer so simple, sO chal 
lenging. Listen to my story. At those conferences, at 
eleven o'clock, in walks the President of the United 

ed manuscript just a tew notes 
speech. He literally lifted 


He said in substance: 


The Bigness of Government 

“We realize, when you listen to these reports, you 
wonder about the bigness of Government, about why we 
cannot balance the budget, reduce taxes, reduce debt. 
You wonder why so much for war and for bombs and 
for destruction. You wonder if we have lost our per 
spective and if we are thinking straight. 

‘But, men, there is an answer. I want to trv to leave 
it with you. ‘These great war machines—even these 
millions sent abroad for the social and moral uplift of 
the world—even our balancing our defense with our 
dollars—are not the answer—will not save our people or 


our way of life. 


“These problems go deeper than taxes and debt and 
giving and war machines and defense. This contest 
this battle—this cold war—this struggle for survival 
must be won in the souls and spirits of men. Man can 
not live by bread alone. It is in a deep and abiding 
faith in lives dedicated to things of the spirit that you 
find the answer. ‘That is not being overlooked. 

“But, men, we cannot do that job here in Washington. 


Governments cannot direct the hearts and minds of men. 


That is your personal task. ‘That is the job of your way 
of life. ‘That is the privilege that is the power of this 
rre democracy of ours back at the crossroads, back 
We simply 


tell you the story—we lay i your doorsteps—the task 


where the people live and have their being. 


is yours.” 

And so | thought Yes, that is the answer. And mark 
me well, the dominant factor in answering this great 
challenge from your President is American business 

tree enterprise system our way of life and that is 


‘That is your “Date With Destiny.” 


We Believe in Mass Production 


We in America believe in mass production—in large 


volun e at small profit. We believe in high waves, high 
production, high purchasing power. These go together 
lose one ind vou lose all. 


We in America believe in consumer credit. 


developed instalment sales technique unparalleled 


We have 
] 


ise 


where in the world. Without our great American cr 


] 
our econon would tel ditterent story. 


We in America bel: ve 1 sharing the benefit ot 


1Css and the greatness of our siness. We bel 


| and spir tual 


sure and entertainment and ¢ 
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AaqgvVal ives nd opp rtunities for iil our people. 


We in Amet believe i the free enterprise system. 


dence is the heart and soul of our way of life It 


al 
American business on its Tteet ever on the march 
hope ot the world. ‘| his svstem this way of 
on trial. You are its defenders. 
the President said that our way of life is in your 
The time has come for every man to stand up 
‘counted. Many of your greatest minds believe it 
than you think ‘The time has come when you 
fish and fowl at the same time. You cannot 
n the morning and cold in the afternoon. You 
tolerate and endorse government in business, in 
ition with private industry—and at the same time 
hat you are an advocate of private enterprise 
uintain your own self respect. 
presence of this great company, | am reminded 
ry of Thomas Jetterson, one of the Founders of 
Democracy. Jefferson wrote his own epitaph and 
gave it to his daughte r, Martha Randolph, just two days 


before his death. He said he did not want one word 


changed. The epitaph reads: “Here is buried Thomas 
Jetterson, Author of The Declaration of Independence 
Author of the Virginia Statute for Religious Freedom 
and the Father of the University of Virginia.” 

He had been a Member of Congress and Governor of 
his State and Minister to France and Secretary of State 
and Vice President and President of his country. He 
does not mention any of these things. He told his 
daughter why. Here is what he said: “The things in 
this epitaph are the things I did for the people. The 
other things not mentioned are the things my people did 
for me.” 

I have tried in my simple and humble way to challenge 
the high « tizenship and the deep patriotism of the great 
American business you so fully and finely represent. The 
people of America look up to you. ‘They have great faith 
in you. ‘They have a right to expect much trom you. 

xx 
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RESOLUTIONS 


Wage-Earner Provisions of the Bankruptcy Act 
(Chapter 13—Chandler Act) 

WHEREAS, the membership of the National Rétail 
Credit Association is comprised of 40,000 members en- 
gaged in every line of business where consumer credit 
is an economic factor, including department and apparel 
stores, furniture, musical instruments and_ household 
appliance stores, hospitals, banks, loan and finance com 
panies, utility companies, petroleum companies, hard 
ware, lumber and building materials, jewelers, etc., and 
represents every phase of the economy where consumer 
credit is extended to the public; and 

WHEREAS, the “wage-earner” provisions of the 
Bankruptcy Act, Section 606 (8), were amended by 
the Congress on December 31, 1950, so as to permit 
wage earners and salaried employees earning up to $5,000 
to resort to the provisions of Chapter 13 of the Bank 
ruptcy Act; and 

WHEREAS, experience under the 


provisions indicates that where Referees in Bankruptcy 


““wage-earner 


have encouraged the use of the ‘“‘wage-earner’’ provisions 
by those eligible, the percentage of accounts paid up has 
been favorable; and that, furthermore, wage and salary 
earners have, as a result of the use of such plans, been 
allowed a reasonable time for the payment of their 
debts, usually extending over from one to three vears, 
and have been enabled to retain employment and un 
impaired credit standing; and 

WHEREAS, this Association is of the opinion that no 
good or valid reason exists for placing any limitation on 
wages, salary or other compensation earned by an in- 
dividual in order that he may be eligible to come within 
the purview of the ‘““wage-earner’’ provisions of Chapter 
13 of the Bankruptcy Act, rather than to have to resort 
to voluntary, be forced into involuntary, bank 
ruptcy ; 

NOW, THEREFORE, BE IT RESOLVED, that 
the National Retail Credit Association records itself in 
favor of, and recommends to the Congress of the United 
States, that Chapter 13 of the Bankruptcy Act should 
be amended to permit resort to “wage-earner” plans by 
iny person paid by wages, salary, or other compensation, 
without limitation as to the amount thereof. 


Wage-Earner Provisions of the Bankruptcy Act 
(Chapter 13—Chandler Act) 

WHEREAS, the membership of the National Retail 
Credit Association is comprised of 40,000 members en 
gaged in every line of business where consumer credit is 
granted, including department and apparel stores, furni 
ture, musical instruments and household appliance stores, 
hospitals, banks, loan and finance companies, utility com 
panies, petroleum companies, hardware, lumber and 
building materials, jewelers, etc., and represents every 
phase of the economy where consumer credit is extended 
to the public; and 

WHEREAS, the “wage-earner” provisions of the 
Bankruptcy Act, Section 606 (8), were amended by the 


12 CREDIT WORLD 


JULY 1956 


Congress on December 31, 1950, so as to permit wage 
earners and salaried employees earning up to $5,000 to 
resort to the provisions of Chapter 13 of the Bankruptcy 
Act; and 

WHEREAS, experience under the ‘“‘wage-earner” pro 
visions indicates that where Referees in Bankruptcy have 
encouraged the use of the “wage-earner” provisions by 
those eligible, the percentage of accounts paid up has 
been favorable; and that, furthemore, wage and salary 
earners have, as a result of the use of such plans, been 
allowed a reasonable time for the payment of their debts, 
usually extending over from one to three years, and have 
been enabled to retain employment and unimpaired credit 
standing; and 

WHEREAS, abuses have sometimes existed by virtue 
of debtors receiving, indiscriminately, additional credit 
after they have filed petitions under the “wage-earner’ 
provisions, which makes it difficult and often impos-ible 
for the debtor to pay out under a creditor's plan ind 
may necessitate dismissal of the case for failure to comply ; 

NOW, THEREFORE, BE IT RESOLVED, that 
the National Retail Credit Association records itself in 
favor of, and recommends to the Congress of the United 
States that Chapter 13 of the Bankruptcy Act should be 
amended so as to provide that a debtor whose case has 
been dismissed for failure to comply shall be ineligible 
to file a new petition fora period of one vear following 
such dismissal. 


Consumer Installment Credit Controls 

WHEREAS, the membership of the National Retail 

Credit Association is comprised of 40,000 members en 
gaged in every line of business where consumer credit is 
an economic factor, including department and apparel 
stores, furniture, musical instruments and household ap 
pliance stores, hospitals, banks, loan and finance com 
panies, utility companies, petroleum companies, hardware 
lumber and building materials, jewelers, etc., and repre 
sents every phase of the economy where consumer credit 
is extended to the public; and 

WHEREAS, the Board of Governors of the Federal 

Reserve System has released as of May 15, 1956, its 
letter to the Honorable Arthur F. Burns, Chairman 
Council of Economic Advisers, advising of the broad 
ind comprehensive study of consumer installment credit, 
to be undertaken under the direction of the Board, and 
to consist of five major parts as follows: 

(1) A national survey of a representative sample of 
new car buyers in 1954 and 1955, to provide a com 
prehensive picture of the part played by installment 
credit in new car purchases. 

2) A national survey of new and used car dealers to 
develop information about their problems and practices 
in financing customers, in placing with lenders paper 
acquired in sales transactions, in obtaining financing 
terms appropriate to the demands of individual cus- 
tomers, and in financing inventories of new and used 
cars. 

(3) Compilation and report on views of the consumer 
credit industry, and others interested in consumer 








credit, to be developed by canvassing procedures, on 
the public policy aspects of installment credit. 

(+) Compilation and report on analyses by university 
specialists, to be developed by conference methods, re 
varding data and knowledge needed for effective public 
policy in the field of consumer credit in general and 
installment credit in particular. 

5) Preparation by the Board’s staff of a compre 
hensive review and analysis of consumer installment 
credit in the contemporary economic setting. This 
will, among other things, cover experience with regula 
tive policies in this country and abroad, weigh alterna 
tive approaches, and list the arguments for and against 
a continuing governmental authority to regulate this 


credit area; and 


WHI REAS, at present there appears to be no short 
age of consumer goods in any category; and 

WHEREAS, it appears that the high rate of income 
taxes and other taxes, and the high cost of living, do not 
permit of the accumulation of excessive purchasing power 
relative to consumer goods; and 

WHEREAS, recent increase in the total outstanding 
volume of consumer credit is not excessive in the light 
of the total national income, savings, and other factors: 
and that total installment debt amounts to only 4 per cent 
of the agyrey 


ate net public ind private debt of the 
United States; and 

WHEREAS, even the standby power to control con 
sumer credit implies practically the power to limit 

kets: and 

WHEREAS, the power to limit markets makes it 

ible for business and industry to move forward 
production and distribution planning, the investment 
ipital, and the employment of labor, to the fullest 
extent within sound economic principles; and 

WHEREAS, the net effect, therefore, of standby con 
trol authority, even though not used, is to limit the 

ural and needed progress in the enlargement of the 
nation’s productivity and distribution capacity; 

NOW, THEREFORE, BE IT RESOLVED, that 
the National Retail Credit Association recommends that 
it should not be the policy of the National Government 

subject consumer installment credit to either standby 

actual controls; and that, further, as to the even 


+ 


tality of war or other 1 nal emergency, the question 
of the institution of controls, such as Regulation W in 


World War II, should remain solely in the hands of 


the Convress of the United States. 


Increase in Salaries of Referees in Bankruptcy 
WHEREAS, the membership of the National Retail 


Credit Association is comprised of 40,000 members en 


gaged in every line of business where consumer credit is 
an economic factor, including department and apparel 
stores, furniture, musical instruments and household ap 
pliance stores, hospitals, banks, loan and finance com- 
panies, utility companies, petroleum companies, hardware, 
lumber and building materials, jewelers, etc., and repre 
sents every phase of the economy where consumer credit 
is extended to the public; and 

WHEREAS, the members of the National Retail 
Credit Association are concerned with rehabilitation of 
debtors under the “wage-earner’”’ provisions of Chapter 
13 of the Bankruptcy Act, and are familiar with the 
workings of the Courts of Bankruptcy and their Referees, 


and are sensitive ot the conditions throughout the country 
which indicate that the filing of bankruptcy proceedings 
has steadily increased from a total of 13,170 filings in 
1947 to 59,404 filings in 1955, which steady increase 
the number of proceedings has caused a 
per Referee, and the multiplication of 
administration requiring solution and deci 
Referees in these proceedings; and 

WHEREAS, the administration of estates 
ruptcy and cases under the “wage-earner’ provisior 
resulting in payment into the Referee’s salary and 
pense funds of sums which are more than sufhcient 
defray the Referees’ salaries ind expense ind there Is 
a substantial surplus in these funds so that the Referee 
system has been of financial benefit and not a burden to 


the taxpaver ; and 


WHEREAS, the membership of the National Retail 
Credit Association is mindful of these facts, and of the 
ability of the Referee in Bankruptcy who have performed 
their exacting tasks with skill, devotion and fairness to 
all 

NOW THEREFORE, BI I] RESOLVED 
THAT, the National Retail Credit Association records 
itself in favor of, and recommends to the Congress of 
the United States, that Section 40a of the Bankruptcy 
\ct 11 USCA Sec. 68 be amended so as to provide 
increased compensation for Referees in Bankruptcy at 
rates of not more than $17,500 per annum for full-time 
Referees, and not more than $7,500 per annum for 


part ie Reterees 


Quarter Century Club Breakfast 


THE ELEVENTH ANNUAL Breaktast of the 
Quarter Century Club of the National Retail Credit 
Association was held at the 42nd Annual International 
Consumer Credit Conterence, Hotel Statler, St. Louis, 
Missouri, at 7:30 a.m., Thursday, June 21, 1956. The 
meeting was called to order by the President, “Thomas 
Downie, Credit Grantor's Bureau, Vancouver, B. ¢ 
Canada. 

The roll call showed the following in attendance 
George B. Allan, Credit Bureau, Springfield, Massa 
chusetts; Mrs. Nora Arendt, Credit Bureau, Little Rock, 
Arkansas; William Arendt, Credit Bureau, Little Rock, 
Arkansas; Dean Ashby, The Fair, Fort Worth, Texas; 
W. H. Bailey, Creditors’ Service Bureau, Dallas, Texas 
Ted E. Barger, Collection Service Division, Credit 
Bureau, Lincoln, Nebraska; Leonard Berry, National 
Retail Credit Association, St. Louis, Missouri; E. H 
Biermann, Credit Bureau, Des Moines, lowa; Franklin 
Blackstone, Frank and Seder Company, Pittsburgh, Penn 
svylvania; Harley J. Boyle, The Crescent Store, Spokane, 
Washington: Chester W. Briggs, Credit Bureau, Provi 
dence, Rhode Island; C. E. Cormier, Credit Bureau, 
Bay City, Michigan; Lindley S$. Crowder, National Re 
tail Credit Association, St. Louis, Missouri; 
Downie, Credit Grantor’s Bureau, Vancouver, B. ¢ 
Canada; Lloyd A. Eldred, Credit Bureau, Greeley, Colo 
rado; H. Frank Ferguson, Credit Bureau, Lebanon, 


Thom is 


Pennsylvania; Tom Ford, Credit Bureau, Pittsburgh, 
Pennsylvania; E. L. Goodman, Burger-Phillips Company, 
Birmingham, Alabama; G. Grosz, Credit Bureau, Fargo, 
North Dakota; Owen M. Jones, Washer Brothers, Fort 
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Worth, Texas; Carl G. Kaessner, Kaufmann’s, Pitts- 
burgh, Pennsylvania; A. J. King, Kennard’s, Wilming- 
ton, Delaware; Fred S. Krieger, Credit Bureau, Mil- 
waukee, Wisconsin; A. J. Kruse, retired, St. Louis, Mis- 
Lamkins, Credit Bureau, Cham- 
paign, Illinois; Ben Leyerle, Oklahoma Gas & Electric 
Company, Oklahoma City, Oklahoma; J. E. Malone, 
East Ohio Gas Company, Cleveland, Ohio; Max Meyer, 
Credit Bureau, Lincoln, Nebraska; Alfred Moreau, 
Credit Bureau, Hartford, Connecticut; Ben C. Nance, 
Credit Bureau, Nashville, Tennessee; A. M. O'Brien, 
Younker Brothers, Sioux City, lowa; Lily Person, 
Plymouth Furs, Minneapolis, Minnesota; Hugh L. 
Reagan, Cain Sloan Company, Nashville, Tennessee ; 
Hugo Seelbinder, Credit Bureau, Fort Smith, Arkansas; 
Royce Sehnert, Wichita Eagle, Wichita, Kansas; E. L. 
Silver, Credit Bureau, Windsor, Ontario, Canada; Miss 
Mary A. Wall, Crosby’s, Topeka, Kansas; Joseph A. 
White, The Fair, Chicago, Illinois; and Clarence 
Wolfinger, Lit Brothers, Philadelphia, Pennsylvania. 
Howard Busch, Resident Manager, Hotel Statler, St. 
Louis, Missouri, was a special guest. 


souri; Mrs. Trenna E. 


Each person in attendance was presented with a car- 
nation by Mr. Downie. August J. Kruse, Honorary 
Life Member and General Chairman of the Conference, 
made a brief speech concerning local arrangements. Miss 
Mary A. Wall, Crosby’s, Topeka, Kansas, announced 
her forthcoming retirement from credit work and ex- 


pressed her pleasure at having made so many valuable 


friends through association contacts. Others present 
S. Crowder, representing N.R. 
C.A., host for the breakfast, responded to a vote of 
thanks. 


in the Quarter Century Club as set forth below. 


commented briefly. L. 
He emphasized the requirements for eligibility 


The Quarter Century Club of the National Retail 
Credit Association is composed of persons who represented 
firms or credit bureaus holding membership in the Na 
tional Retail Credit Association for 25 years or more. 
They may have been employed by one or more firms 
or credit bureaus holding national membership during 
that time. The membership records at the National 
Office must show the individual as a representative of 
the firm or firms. ‘The same rule applies to individual 
memberships including those self-employed. 

Officers for the coming year who were elected unani- 
President, Dean Ashby, The Fair, Fort 
Worth, Texas; Vice-President, Tom Ford, Credit Bu- 


reau, Pittsburgh, 


mously are: 


Pennsylvania; and Secretary, Mrs. 
Trenna Lamkins, Credit Bureau, Champaign, Illinois. 


‘There are now 433 members in the Quarter Century 
Club and 154 Honorary Life Members. Forty were 
present at the 1956 gathering. All those eligible are 
cordially invited to attend the next Annual Breakfast 
at the 43rd Annual International Consumer Credit Con- 
ference, Miami Beach, Thursday, June 20, 1957.—Mrs. 
Trenna Lamkins, Secretary, Credit Bureau, Champaign, 


Illinois. 


Report of the President 


Kaa F. Blue 


THE FINE progress of the National Retail Credit 
Association during the past year is shown in detail by 
the reports of our capable General Manager-T reasurer, 
Lindley S. Crowder, and of his staff, and need not be 
repeated here. 

Our finances, it will be seen, are increasingly sound. 

Our membership is nearing the 40,000 mark at this 
writing, with several hundred new members promised 
trom New Orleans, Houston and elsewhere, in the im- 
mediate future. While our growth is very satisfying, it 
is far below our potential. It can and should be in 
creased substantially. 

Our educational programs, while excellent, must be 
expanded, not only to reach more of our growing mem 
bership, but more of the vast public, and particularly 
those who are not informed as to the benefits of consumer 
credit, and the serious consequences of any peacetime con 
trols. 


I recommend that we vive serious thought to increas 


ing our public relations efforts, so as to more widely dis 
seminate the facts of life pertaining to the vital impor- 
tance of retail or consumer credit, in our growing nation 
and with our expanding economy. More must be made 
to realize that restrictions of credit will not only reduce 
production but jobs as well, and would thereby lessen 
the possibility of full employment and make it more 
dificult to provide work for the additional numbers 
seeking employment each year. 

Our sincere thanks go not only to Lindley S. Crowder, 
Arthur H. Hert and Leonard Berry of the N.R.C.A., 
and the entire staff, but also to the officers, management 
and personnel of the ACBofA and the CWBC of NA. 
Their friendly cooperation has contributed materially to 
our progress. Qlur appreciation must also be expressed 
to the many individual members of these organizations 
who have been so helpful in furthering the cause of 


sound credit growth, understanding and good will. 


Report of the Finance Committee 
J. A. White, Chairman 


\ MEETING of the Finance Committee was held 
at the National Office on April 13, 1956. 

Members present were Hugh L. Reagan and myself, 
with General Manager-Treasurer Crowder sitting in 


ex-ofhcio. 
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Cash on hand and in banks, including Canada, at the 
close of our fiscal year, Mav 31, 1956, totaled $38,- 
462.90. This compares with $31,933.92 the end of 
May, 1955: $6,000.00 of the increase in cash balance 


represents repayment of 1953 advance for retirement of 








mortgage on building. 


in full. 

As in the past, all bills have been paid in the month 
in which incurred. 

The employment of S. D. Leidesdorf & Company, 
Certified Public Accountants, was authorized to conduct 


The advance has now been paid 


the semi-annual cash audit of receipts and disbursements. 
Report of the audit for six months ended November 30, 


955, was discontinued and report for the year ended 
May 31, 


will be included in the Directors’ folders to be distributed 


1956, contains the full year’s operations. It 


to members of the Board at the St. Louis Conference 
and copies mailed to Directors who are absent. 
The financial condition of your Association continues 


to be excellent. 


Report of the General Manager-Treasurer 


L. S. Crowder 


IT IS WITH pleasure that I submit my 22nd annual 
report, for year ended May 31, 1956. The year has 


been a most active and successful one. 


Finances 

Our financial position is excellent. Cash on hand and 
in banks totaled $38,462.99, including $6,405.44 on 
deposit with the ‘Toronto-Dominion Bank of Vancouver 
B. C. It compares with a balance of $31,933.92 on 
May 31, 1955. 

Annual payment of $2,500.00 was made to the retire 
ment fund and checks issued for estimated conference 
expenses, Current assets, exclusive of inventory, were 


$81,592.43; last year $72,540.79. 


Inventory or text 
books and supplies amounted to $24,459.72, as com 


pared to $20,591.98 a vear ago. 


Membership 
‘nd membership totaled 39,286, compared 
36,522 a year ago, a gain of 2,764. New units 
organized in twenty-seven cities, twenty-four in 
nited States and three in Canada. 
‘mbership of the four leading districts follows: 
District 10 10,278 
District 8 4,521 
District 11 4,445 
District 12 3,531 
It is fitting that special mention be made of the 
wonderful showing of District 10, with a gain in mem- 
bership of 1,447, to more than 10,000. 
The four Districts reporting the greatest number of 
new members follow: 
District 10 3,242 
District 11 978 
District 8 913 
District 12 502 
Standing of the four leading associations and member- 
ship are as follows: 
Spokane 1,149 
Pittsburgh 1,127 
New York 1,118 
Dallas 1,022 


Credit Schools 
The activities of Sterling Speake in conducting credit 
schools are covered in more detail in report of Educa 
Mr. Speake is doing a 
very constructive and an excellent job. 
National Retail Credit Education Week 
National Retail Credit Education Week was again 


highly successful with more cities participating than a 


tional Director Leonard Berry. 


year ago, as shown in report of Mr. Berry. 


Field Activities 

Visited Associations in 41] 
Winnipeg, Manitoba, Canada. Spent 
field. Attended the meeting of Districts 
Pittsburgh, District 11, 
California, in February; a meeting of the Legislative 
Committee in Washington, D. C., March 23, and meet 
Wichita, Kansas, in April, and Dis 
rict 10, Seattle, Washington in May. 

President Blue attended meetings of Districts 3, 4, 8 
and 9; Vice President Goodman District 6; Vice Presi 
dent Gilliland District 5; Arthur Hert District 8, and 
Leonard Berry Districts 1, 3, + and 9. 


ndicated veri 


Pennsylvania, and 


District 


Re; orts received 


uccessful meetings. 


Cooperation 

It is with the keenest appreciation that I acknowledge 
the cooperation of President Blue, the Officers, Directors 
and Committee Members of N.R.C.A., Officers and 
Directors of the Credit Granters’ Association of Canada, 
the Associated Credit Bureaus of America, the Credit 
Women’s Breakfast Clubs of North America, and the 
membership of the respective organizations, 

The continued loyalty, devotion and interest of Secre 
tary Arthur H. Hert, Educational Director Leonard 
Berry, and members of the staff are a contributing factor 
in the success of the Association, for which I am grate 
ful. 





Have You Changed Your Address? 


If so, you can ensure delivery of The 
CREDIT WORLD to the correct address 
by filling in this form and mailing it to 
National Retail Credit Association, 375 
Jackson Avenue, St. Louis 5, Missouri. 


Name 





Old Address 








, Address 
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ACLof A Had a Happy Birthday 


Harold A. Wallace 


Executive Vice President, Associated Credit Bureaus of America 
St. Louis, Missouri 
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i you were one of those who were fortunate 
enough to be in St. Louis last month you'll 
better understand these thoughts. If, on the 
other hand, you were not able to attend the 42 nd 
annual International Consumer Credit Conference 
of the National Retail Credit Association, the 
Credit Women’s Breakfast Clubs of North Amer 
ica and the Associated Credit Bureaus of America, 

hope you’ll find my thoughts interesting 

First | would like to have every delegate ee how 
grateful we are that you helped make our 1956 Inter 
national Consumer Credit Conference so successful. 

Then I would like the entire membership of the 
N.R.C.A.. CWBC of NA and ACBofA, too, to know 
how much we appreciate the recognition that was given 
to ACBofA on its 50th Anniversary. 


Many Requirements 


What makes a good “national” convention? Well 
there must be thoughtful planning by each one of out 
three associations. It is not enough that conference 
committees and our respective staffs carefully prepare 
good general session and special group programs. ‘The 
speakers, panel members and all other participants must 
take a personal interest in preparing and in making their 
presentations. [hen they must be on time, stay within 
program time limits and hold their “audiences.” 
that’s net all. Hotel facilities and service are vital 
importance—for both business and after-hour sessions 
must meet Py standards if they are to measure up 
the wishes of all de ‘leg rate 

Then, too, ee work and no play makes delegates un 
happy.”’ Convention delegates cannot sit through several 
days of intense business discussions without some relaxa 
tion. Therefore, the most successful associations provide 
both unusual business sessions and attractive social ses 


sions and entertainment. 


Must Combine With Vacations 

L his Is MOst important in our national conventions. 
Many credit managers, credit department personnel, 
credit bureau and collection service managers feel they 
cannot take extra time away from their offices. etc., to 
attend a national convention, s| herefore, they combine 
such convention attendance with their vacations. That 
creates another convention responsibility to provide in 
teresting attractions for the families of delegates, too. 


Finally, 


delegates should return home feeling they have benefited 


if t I itional convention Is successful, all 


not only if a business and social way but spiritually. 


Thus each “national convention must give them a 
‘lift’? so they will be encouraged to strive harder to be 
more efttective personally and to make the organization 


ot which they are part, more helpful t to credit customers 
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Good Tien Important 
I have reviewed these points for it seemed to me that 
the 1956 convention was “tops,” because all these facets 
of our St. Louis conference were applauded. On every 
hand we were thrilled to hear delegates express them 
selves that the conference was “wonderful,” “excellent,” 


“stimulating,” “constructive,” “well planned,’ and “out 
standing.” 

‘There is another reason for AC BotA members to feel 
that the 1956 St. Louis conference will go down as an 
out tanding convention. ‘T hat is because it recognized 
Even the 25 bureau 


managers who in 1906 organized what is now ACBofA 


our association's 50th Anniversary 
could not envision our association as it is today. During 
those 50 years there have been hundreds of credit bureau 
and collection service managers who have made tremen 
dously unselfish contributions not only to ACBofA’s 
members but to the hundreds of thousands of credit 
vranters Our members serve. 

In addition, there have been hundreds of leaders of 
N.R.C.A. and CWBC of NA who have 
assistance to the substantial development and growth of 


AC BofA. 


riven pric eless 


Something to Remember 

ACBofA’s 50th Anniversary was brought to a fitting 

n Thursday night, June 21. At that time the 

Retail Credit Association honored our associa 

on with a special anniversary celebration in the Gold 
Room of the Sheraton-Jefferson. On this occasion every 
\CBofA member was paid a memorable tribute by 
N.R.C.A., CWBC of NA and many other 
Hundreds of letters and 


telegrams of congratulations were received from all over 


issociations 


organizations and individuals 


the nation. 

Joseph A. White, of The Fair, Chicago, and a past 
president of N.R.C.A., paid tribute to ACBofA for the 
ast presidents of N.R.C.A. 

Avadana Cochran, of Bremerton, Washington, and 
first president of the CWBC of NA, very beautifully ex 
pres ed the thoughts of that association, in paving tribute 
to ACBofA. 

Geneva MecQuatters, Executive Manager, CWBC of 
NA, in behalf of her association, presented ACBofA with 
a beautiful plaque and 140 new members for ACBofA 

bureaus. 
All Were There 

Charles E. Moorman of Jacksonville, Florida, and a 
past president of ACBofA, vave the 
\CBofA past presidents. 
happy to have all living ACBofA past presidents at the 
speakers’ table. These were: Chas. E. Moorman, Jack 
sonville; J. E. R. Chilton, Jr., Dallas; James D. Hays, 
Robert G. Greensboro; A. B 
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S WE ENTER the first weeks of a new year of 
A activity and service in the National Retail Credit 
Association, it is a genuine pleasure to extend my sincere 
greetings and heartiest good wishes. It is always nice 
to start over again and this is a good time for us to 
make new retail credit resolutions and set up goals and 
objectives for the coming year, both individual and 
association, just as many people make New Year's resolu- 
tions on the first day of each year. We are very proud 
of the National Retail Credit Association and have 
every right to be, for we are the original credit organ 
ization designed to serve the entire field of retail credit 
and we have a rich background of more than 44 years’ 
service to all retail credit. ‘This is a marvelous heritage 
because of the steadfast, unselfish service of a great host 
of stalwarts in the retail credit profession who through 


the vears have wrought so well. 


I wish vou were seated across the desk from me so | 
could tell you personally how much the welfare and 


} 


progress of our association depend on you and something 


of the program and the great things we are expecting in 
According 


to all the economists and learned men, in and out of 


the way of progress during the coming vear. 


government circles, the foreseeable future is a bright 
and prosperous picture. All signs point to a continued 
prosperity for us; no threatening clouds appear on the 
horizon, and we are on the threshold of a marvelous era 
in the field of retail credit. We have probably never 
At the 
present rate, our population will have a fantastic in- 


before in all history faced a more promising era. 


crease during the next two decades, with an estimated 
two hundred million in the United States alone by 
1975, requiring an additional 56 million new homes, not 
to mention the billions in commercial construction, high- 
ways, etc. Many homes must be furnished and supplied 
with the necessities of everyday living, as well as the 
luxuries of our way of life, practically all of which will 
be through the magic of retail credit which has made 
our country the envy of all the world. The prospect 
of a total national product of over $500 billion empha- 
sizes the real need for adequate facilities and real prep- 
aration in the realm of consumer credit. 

In accepting the responsibility of President, I empha- 
sized certain objectives in keeping with Article 2 of our 
Constitution and Bylaws. From the many phases of 
our work that deserve the very best in attention and 
effort, I selected six major activities that I believe will 
help our Association and improve its usefulness, and that 
will afford you a splendid opportunity to have a part in 
their accomplishment. I, therefore, heartily recommend 
them to you and your local association and urge you to 
Briefly, and for 
the benefit of those who did not attend the 42nd Annual 


adopt them or some similar program. 


International Consumer Credit Conference in St. Louis, 


they are as follows: 


An all-out and continuous effort to enroll new members with 


a minimum goal of 25 per cent increase In addition 


we hope to designate at least two special dates for member 
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ship campaigns during the vear as example, if your 


local membership is 100, your goal would be 25 new mem 


bers by June 1, 1957 We now have between 10 and 20 


per cent of our potential on our membership list together 
with an effort to organize new local credit manager units 
throughout the United States and Canada, whenever and 
wherever we can find an opportunity with the help of 
District and State othcers with a minimum goal of 25 
per cent increase, by May 31, 1957 


2, A continued and renewed effort in retail credit education 
Credit schools ‘ sponsored locally and nationally 
Credit Education Week, etc., with at least one school 
in each local unit before June 1, 1957, and some 
observance of National Retail Credit Week, 
May 4, 1957 


An alert and active effort to continue the protection and 
improvement of the retail credit structure 1 fervent and 
zealous adherence to the principles of our free government 
and our great free enterprise system, created and ccess 
operated by our toretathers, to the end that our way 
and its safeguards of Constitution and Bill of Rights 

main intact and workable for future generations 
| 


and complete cooperation with our athliated 


tions; The Associated Credit Bureaus of America and 
Collection Service Division and the Credit Women’s Break 
fast Clubs of North America with proper recognition 
of our dependence upon them The same spirit of co- 
operation extended to all organizations engaged retail 
credit or any retail business enterprise 
A complete and fully staffed Research Department in our 
National Othce to supply a need for information, facts and 
figures, by our membership that have been assembled by our 
own people, who are the best qualified to develo 
tion that can be used by our members 
A fact-finding or re-evaluation survey by every 
Association from the National Othce to the smallest nit 
to ascertain the value of service and functions now 
availahle and to readjust or improve them and thus make 
our local units more valuable to the members every 
function and every service, membership potential, p 
benefit to member firms and every phase of the 
should be reviewed, analyzed and added to or ir 
where expedient This is important 
}, 


ese proposed ictivities 


I sincerely hope you will study t 
and visualize the results if the ire earnestly carried out 
and that you will concur in their importance. I know 
vou will accept a large part of the responsibility in 
promoting them and bringing about their accomplish- 
ment. It is a privilege to bring vou this message and I 
am to have the opportunity of greeting vou through the 
medium of this printed page each month which I am 
anticipating with real pleasure. 

I am deeply grateful for the honor and the privilege 
to serve as your President and I shall endeavor with all 
my heart to be worthy of your trust. I cordially invite 
you to write me any suggestion or idea you may have for 
the welfare and the advancement of our Association as 
well as your constructive criticism. We have a wonder- 
ful vear ahead of us and a highly interesting and worth- 


while work to do. We are counting on you! 


; 
President 


National Retail Credit Association 











Spokane Completes Successful Membership Drive 





Seventy-one new members were secured in the Spokane 


Retail Credit Association's recent membership drive dur 
ing the period from April 18 through May 16, 1956, 
under the direction of Membership Chairman, Warren 
Francis. “The success of the drive was made possible 
through the cooperation of all the members of the 
Spokane Retail Credit Association. The total member- 
ship of the Spokane Association now numbers 1,148 
members. 

The theme of the campaign was “The Gold Cup Boat 
Race’ with the ten members of the Membership Com 
mittee individually acting as captains of a boat, with 
ipproximately five members per crew. The boats were 
named as follows: Miss Great Lakes, Miss America, 
Little Mlo. Slow Mo, Avenger Copperhead, ‘Tempo 


Miss Pepsi, Gail 5 and Miss Cadillac. 


lisplay carried from week to week were ten boats 


The props and 


mounted on a large outline relief map ot the State of 
Washington. ‘The first stop was Ritzville, then Moses 
Seattle. Fach team 
captain a a l ure DOat as a grand prize to the 


member of his crew who secured the re t i new 


goal pein” 


memberships tor the tive-weel period. 
prospect ¢ irds were prepares 
to members of the Associ 
weel ly noon lune heon meetings. | he e 
re prey ired as follows: previous As 


pped their memberships 


sociation member ho had 


during the past two years, nonmember users the 
id 


“adit Sureaus Serv | 


and names of commercial art 

the Membership Chait 
man an , ‘ttarv of the Credit Association fron 
i tour by ie business areas in the 


Sr 
' 


vokane, 

Individual cash awards, as well as team bonuses, were 
given on a weekly reporting basis, and cash awards were 
viven for the yreatest total number of members secured 
by an individual. ‘The first-place winner was C. Pat 
Craigen with James B. Davis and J. M. Hasstedt second 
and third-place winners, respectively. “The cash awards 
were all paid in silver dollars, with the Spokane Credit 
Men’s Rating Bureau and the Spokane Retail Credit 
Association sharing in the expense of the cash awards 


bonuses. 


Schedule of Awards and Bonuses 
Individual Awards—Total Number of Members Re- 


ported : Ist Prize—$25.00 


2nd Prize—S$15.00 
3rd Prize—S$10.00 

Individual bonus of $1.00 per new member 
at each weekly luncheon. 

Team bonus of $1.00 to each team member for the 
team reporting the largest number of new members each 
week. 

Individual bonus of $5.00 for each multiple of five 
new members secured by an individual. 

All this, in addition to the following incentive to at 
tend the Pacific Northwest Credit Conference. Individ 


ual payment made as follows for each new member: 


If you attend If vou do not 


conterence attend conterence 
ite Member S 7.50 $5.00 
Member $15.00 
This annual Membership Drive is held 

our Pacific Northwest Credit Conference w special 
incentive bonuses emphasized for those members who 
1 the Conference. W. I Phillips, lice Presi 
dent, Spokane Retail Credit Association, Spokane, Wash 


ilso itter 


¢ 


Department Store Credit for April 
Instalment accounts outstanding at department 
decreased | per cent during April, but at the e 
month were 20 per cent above a veat earl CT 1} April 
collect 


below March and the same as 


( h irge accounts cont nued 


ion ratio Cs 


point 


| 
show somew 
than the usual se sonal Cl » for this time 


Salances at the end of il were 
] 


prece¢ 
| ( i 


cent 

ing month end 1 5 per cent above the vear 
level Collections iring the month amounted t 
estimated 43 per cent of first-of month balances, 3 points 
the March collection ratio and 1 point below April 
Veal 


+ 


stores decreased from 
per cent, « 

stalment les by 

( ish 

per cer t nd § 


respectivel while instalment sales were up 


per cent . 7 
ver cent. The declines from a vear wo, however, reflect, 
lederal 


he eaqti I : l “at 


4 j 
»0aTa,. 


New York Bars Debt Adjustment Agencies 
Following the pattern of the State of New Y ork, the 


slature in Virginia recently introduced a bill which 


provides that Debt Adjustment Companies will no longer 


be able to practice in that State after July 1, 1956. Bill 
is an amendment to the Code of Virginia which 
that only a member of the Virginia Bar Associa 

iv furnish advice rs * for compensation to 


who deposits funds 


| distribution mong his 


This Bill in no av attects the practice of 
usteeships” carried on by merchant secretaries—nor 
it in any way present a problem to Credit Bureaus 
collection ser ces, according to the Richmond Bu- 

Virginia has a unique law which per- 
burdened debtors to submit their deb and 
heir wages to certain designated trustees, for the 
of paying off their creditors without having to 


o bankruptcy or formal insolvency procedures. 





To do more business profitably, and to help 
locate “lost customers,” always take a com- 
plete credit application from all new accounts 





and check these through your Credit Bureau. 
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REDIT 


H. J. Burris 


It. is with sincere regret that we announce the death 
of H. J. Burris, in Bentonville, Arkansas, May 31, 1990. 
Jeff, as he was known to a host of friends, was president 
of the National Retail Credit Association in 1943, having 
been elected at the New Orleans convention in June, 
1942. Due to wartime restrictions on travel, no con 
ference was held in 1943; however, he presided over a 
Retail Credit Forum on Wartime Problems and Postwar 
Plans sponsored by the National Retail Credit Associa- 
tion held in St. Louis, June 15-16, 1943. He was one of 
the organizers of the Retail Credit Association of Kansas 
City, Missouri, and for many vears was Credit Manager 
of John Taylor Dry Goods Company, now Macy’s, of 
that city. Mr. Burris retired in 1950 at which time he 
was named an honorary life member of the National 
Retail Credit Association. We extend to Mrs. Burris 
our heartfelt sympathy in her bereavement. 





Retail Credit Week in Antioch 

National Retail Credit Week was observed in Antioch 
California with a proclamation by the mayor and winding 
up with KOVR TV showing the N.R.C.A. film, “The 
Good Things of Life on Credit.”” The station, operating 
on maximum power, reaches over four million North 
Californians. Credit Bureaus covered by the station 
were invited to participate in this showing which is be- 
lieved to be the first on the Pacific Coast. To build 
interest in the observance of the week, preparations were 
begun in January when H. P. Perry, Manager, The 
Credit Bureau, gave talks in the high schools to the 
senior classes on “What Credit Means to You as High 
School Seniors.”” Over 200 signs were placed on bulletin 
boards of plants and stores all over the adjoining county 
calling attention to the TV program and th» importance 
of a prompt credit record. The film was also shown at 
local high schools and the film shown and a short talk 
given by Mr. Perry at the Antioch Kiwanis Club. Ads 
furnished by the N.R.C.A. were run in local newspapers 
and the Shopping News reaching all rural box holders in 
the eastern part of the county. Publicity was also given 
in news items. It is felt that many people now realize 
the importance of a good credit record; that perhaps 
never knew they had any kind of a credit record or that 
any records were kept of how their bills were paid. 











™ 
Next Annual Conference 


The 43rd Annual International Consumer Credit Con 
ference of the National Retail Credit Association, As- 
sociated Credit Bureaus of America and the Credit 
Women’s Breakfast Clubs of North America, will be 
held at the Fountainebleau Hotel, Miami Beach, Florida, 
June 16, 17, 18, 19, and 20, 1957. 


Y 4 
90 CREDIT WORLD 


JULY 1956 








Credit Seminar at Seattle 


The University of Washington will conduct a Retail 
Credit Seminar on the University campus, Seattle, Wash 
ington, August 20-24, 1956. ‘The seminar is being 
sponsored by the College of Business Administration and 
District 10 of the National Retail Credit Association. 
It will be a completely integrated course of study dealing 
with the problem areas of retail credit extension and 
administration. ‘The course is for store managers, owners 
credit managers, credit office personnel, and persons con- 
Instructors include 
Harry Blythe, M.S., Lecturer in Finance; S$. Darden 
Brown, LL.M., Associate Professor of Business Law; 
R. A. Sutermeister, M.A., Professor of Personnel Man 
wement: and Charles E. Peck, Ph.D., Associate Pro 
fessor of Business Writing. Registrants will be housed 
in the Men’s Residence Hall. 


which includes meals, housing, instruction, and text 


nected with professional services. 


Registration is $75.00 
materials. Checks should be made payable to Vernon 
Admini tration 
Seminars, 311 Commerce Hall, University of Washing, 
ton, Seattle 5, Washington. 


FE. Rasmussen and sent to Business 


It is also the intent of the committee to hold evening 
sessions in addition to the daytime sessions where 
credit executives will be called in for discussion. 

Field and Education Committee is looking forward 
a very interesting session and they hope it will be highl 
successful so that this may be a regular educational 


feature in the future. 





Help Wanted— 


Collection Manager capable of developing present 


suc 
cessful Collection Department of a Florida Credit Bu 
reau serving in excess of 60,000 population and growing 
rapidly. Members of ACBofA and the Collection Ser 
ice Division. Preferably about 40 years of age and with 
proved ability. Write giving full particulars and re 
muneration expected. Box 7561, The Crepir Worvp. 


—Position Wanted— 


Young man, age 24, married, and now employed in 
the retail credit field with over one and one-half years 
of credit experience and a five-year general office back 
ground, wishes position in a firm in the retail credit 
field in the Midwest area. Desires a chance for advance 
ment and an opportunity to learn. Box 7562, The 
Crepir Wor pb. 





| Wanted to Buy 


Model No. 11 Addressograph imprinters. 
Any quantity. Call or write, Charg-It of Bal- 
timore, 930 East 22nd Street, Baltimore, Mary- 
| land. Telephone TU 9-4026. 
| 

















Retail Credit Week in Trenton 


National Retail Week 
Retail Credit Greater ‘Trenton. 
New Jersey, and the Credit Bureau of Trenton, April 
») IR 


Credit featured by the 


(jranters of 


was 
. renton 
connection with the annual observance 
National Retail Credit 


participated in by hundreds of communities. 


1956, in 
Association and 
‘The Credit 
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CREDIT Deran 


LEONARD BERRY 


7. JO MANY credit department letters lumber along, 
elephant-like, using heavy, stilted phrases and mil 
dewed, ancient clichés. Often, on the contrary, the stores 
and firms from which these letters come are modern and 
sparkling, both in décor and merchandise. The contrast 
is startling and sometimes even shocking. Must this be 
so? Of course not; there is much that we can, and 
should, do about it. 

The basic principle is that every business letter must 
be a sales letter, and it will be if we make it so. That 
principle applies with equal validity to all kinds of 
letters: credit sales promotion, collection, adjustment, 
and the full range of credit and collection correspondence. 
Modern business letters must se// to be successful. They 
must be updated and streamlined. 

Make each letter tell a simple story in straightfor- 
ward fashion, cut out needless, hackneyed words and 
phrases, and eliminate Victorian flourishes. Present the 
story of the letter from the reader’s viewpoint, high- 
lighting the advantages and ‘“‘reasons why’; select warm, 
friendly, and familiar words that will light lamps in the 
mind of the reader, and make the letter look good. 

Such is the prescription for effective letters. Com- 
pound these ingredients with thoughtful preparation, 
careful planning, and constant practice. Add the spirit 
of genuine service and the result will be letters that 
sparkle with interest, get results, and gain friends. 

A clear competitive advantage is gained by the firm 
that “cares enough to write the best.”” The firm whose 
letters reflect “lazy thinking’ will hardly be regarded 
by the customer as modern and progressive. Letters that 
ramble along, without recognizable aim or purpose, will 
not gain respect for the firm’s merchandising alertness. 
“Rummage sale’”’ letters, full of odds and ends, are not 
appealing to customers who demand the newest and 
freshest in fashion goods. 

The word anybody. 
“We are sorry when anybody tells us he is not completely 


Here are a few “friend losers’: 
satisfied.” People prefer to be considered somebody. 
“Errors are bound to occur.’ Customers prefer to shop 
where errors are not bound to occur. “As you must 


know, our policy requires. The customer might 


not know. Wouldn’t it be better public relations to 
explain in gentle, courteous manner? “If we are at 
Either 
If the first, apologize 
sincerely; if the latter, patiently bringing out the facts 


fault, as your letter claims we are, we are sorry.” 
the store is at fault or is not. 


would be more effective and pleasing to the reader. 
.. We might as well come 
right out and tell the reader he knows nothing! Make 


“Contrary to your opinion. . 


up your own list of “friend losers” and resolve never to 
use them in letters. We need all the friends we can 
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possibly get . we cannot aftord to lose even one. 

Another productive exercise in better letter writing is 
to make a list of “paunchy phrases” that need trimming. 
Here are a few: 

“It is evident and apparent,” “The cost and expense,” 
“You can rely on our assistance and help,” “This proce- 
dure first began,” “In any way, shape, or form,” “Con- 
clude at the end of,” “Combined together with,” “Im- 


portant essentials,” “Carbon copy of,” “Consensus of 
opinion,” “First and foremost,” “Very latest.” 

Other relics of the horse-and-buggy days are: 

“May we hear from you by return mail?” ‘In this 


morning's mail,” “Pursuant to telephone conversation of 


even date,” “Acknowledge receipt of your valued com- 


munication,” “Thanking you in advance.’ 

For better selling letters, follow this old acrostic based 
on the title of the opera “AIDA”: 

A for attention. Use a YOU opening. 

I tor interest. Capture your reader's imagination. 

I) for desire. Emphasize the points that mean gain 
for the reader. 

A for action. Ask for what you want. Show the 
road clearly marked. Do it now. Act today. No post- 
ponement. 

Let’s start writing antelope letters, not elephant letters. 
We want greyhound \etters, swift and slender . . . bull- 
dog letters, gentle and tolerant, until aroused. Carrying 
the analogy further, our letters should be compact, 
muscular and courageous. ‘There is no place today for 
rabbit or turtle letters. 


This Month’s Illustrations _-> 


Illustration No. 1. Here is an excellent example of 
credit sales promotion directed to customers using the 
Lay-Away Department. ‘The entire letter is printed 
including the signature, so little preparation for mailing 
is necessary. Should produce results. 


Illustration No. 2. Valuable 


building good will are offered when acknowledging the 


opportunities for 


opening of a new account. ‘This letter accompanies the 
new customer’s receipt book. 

Illustration No. 3. Note the attractive and well- 
balanced letterhead which includes the firm’s telephone 
number. As has been said many times before in this 
department, the telephone number should be part of 
every business letterhead. 

Illustration No. 4. Actually this letter measures 
6” x 914”, The letterhead is printed in a rich blue 
and the type is a matching blue. 

Illustration No. 5. Another printed collection no- 
tice . . . black printing on blue card stock. Wherever 


possible, printed notices should be used for economy. 
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Sales 


' | | Investigating 
Promotion 


/ Interviewing 


oes 


/ 


Furniture, Musical Instru- 


ments,ElectricalAppliances 


QUESTION 


Should collection notices be addressed to Mr. 
and Mrs. for greater effectiveness? If not, to 
whom should the notices be addressed? 


ANSWERS 


Bert B. Bateman, Chandler and Company, 
Incorporated, Knoxville, Tennessee: |n our type 
of business (building material dealers) we feel that this 
question is of no great concern. Obviously, the question 
is not applicable to the category of commercial accounts 
and, in our opinion, neither is it applicable to the home 
owner consumer account. Normally, prior to purchasing 
building material, Mr. and Mrs. X together fully dis 
cuss their building, repair or remodeling plans, thereby 
eliminating the possibility of one buying without the 
consent or knowledge of the other. Fortunately from 
a legal viewpoint we are able take steps to protect 
and efttect collections by use of the Tennessee Mechanic's 
Lien Law. 


John. A. Broom, Jr., Store Manager, Cate- 
McLaurin Company, Columbia, South Carolina: 
We have always addressed such notices to the person in 
Frankly, I have 


never given a thought to addressing to Mr. and Mrs., 


whose name the account is carried. 


but it certainly has some merit. Many times we en 
counter the situation where the credit report on a hus 
band is bad but the wife is good, and vice versa. To 
address a pay notice to both may in some instances cause 
the man or wife having the strongest character to force 
the other to pay. I think the rule on whether we do or 
do not address to both depends much on what item of 
merchandise has been purchased. Another thing, I be 
lieve that the first notice should go to the one in whose 
name the purchase was made, and succeeding notices to 
both. 


C. S. LaRue, Vice President-Treasurer, Sterchi 
Brothers Stores, Incorporated, Knoxville, Ten- 
nessee: It is our policy to address collection notices to 
the person whose name is signed to the contract. If the 
purchase is made by the husband and he signs the con 
tract, notices are addressed to him personally. It is his 
obligation and contract to pay. If the purchase is made 
by the wife and the contract is signed by her, collection 
notices are addressed to her. There are many instances 
on our books where both husband and wife work and 
have their own separate income and prefer to pay for 
their respective purchases. Where husband and wife 
make a purchase together they are asked how they want 
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Billing 
| | Authorizing | 


EXPE rence 


the account carried on our records. If they want it in 
the name of Mr. and Mrs., it is set up that way and 
notices are addressed accordingly In some instances, 
notices addressed to Mr. and Mrs. are more effective 
In oDtaining payments. In other cases, they are not only 
inettective but have actually resulted in the loss of cus 
tomers and good will. We believe collection notices are 
most effective if “addressed to the individual creating, 


ind responsible tor the payment of, the ol lig ition. 


William F. Streeter, Superintendent of Cred- 
its and Collections, Boutells, Minneapolis, Min- 
nesota: We have never sent collection notices to Mr. 
and Mrs. for purchases of necessities in the home. We 
have always addressed our notices to Mr. as the head of 
the house, who is responsible for the payment of those 
necessities. If luxuries are purchased, and the lady of 
the house has her own checking account or income. we 
address any notices to her. If in our own business the 


husband is aware of the luxury purchase, at » do not 


receive any cooperation trom Mrs... we might send a 
letter to Mr. if we felt that it was nece sar 


Roy E. Teter, Manager of Credit Sales, 
Jenkins Music Company, Oklahoma City, Okla- 
homa: | presented this question at our Retail Credit 
\l inayers luncheon meetiny. It was the feeling ot those 
present that if the account is carried in the man’s name 
the notices should be sent to Mr. John Doe. In some 
cases the accounts are carned in the name ot Mr. ind 
Mrs. John Doe. 
tion notices be sent under the title of M1 ind Mrs. 


John Doe. 


counts are listed as Mrs. John Doe, it was the opinion 


In these it was suggested that colle 


However, in the third case where the ac 


that they should be addressed to her personally, as we 


do have a certain group of accounts in this last category 
, 
where the husband is not to be informed of the purchases 


of his wife. 


General 


QUESTION 


Should collection notices be addressed to Mr. 
and Mrs. for greater effectiveness? If not, to 
whom should the notices be addressed? 


ANSWERS 


C. W. Blackwood, Secretary-Treasurer, 555, 
Inc., Little Rock, Arkansas: ‘This question has but 
one answer. Collection notices, letters, or anything else 
pertaining to the collection of an account should be ad- 
dressed only and directly to the person in whose name 
the account is carried. To handle otherwise could be 


construed as trying to collect from a person not legally 





indebted to you and could also be the cause of friction 
between husband and wife. In many instances, and for 


good and reasonable purposes, separate accounts are car 


ried for Mr. and Mrs. 


Hilda Felice, Charles Taylor and Company, 
Limited, St. Catharines, Ontario, Canada: Col 
lection notices should be addressed to the person in whose 
name the account is opened. This procedure would be 
varied when the account is opened in the wife’s name 
and she is neglecting the obligation. In this case we 
would send it in the husband’s name, as he would be 
responsible. 


Audrey Harness, Little and Taylor, Victoria, 
British Columbia, Canada: ‘The first step in col- 
lection follow-up starts with the mailing of the itemized 
statement to the customer who has contracted for cer- 
Notices should be addressed to the 
person or persons with whom the firm has made the 


tain spec ified items. 


contract, unless specific instructions are given to the 
office in regard to the person to whom the account is to 
be sent. When the contract has been drawn, we must 
remember we are moving through many phases of the 
law, consciously or unconsciously, and adequate knowl- 
edge is necessary to avoid many problems. When a con 
tract becomes a credit problem, often a way by which 
settlement can be effected is addressing the collection 
notice to “Mr. and Mrs.” 


paying her accounts, a husband is responsible for her 


In the case of a wife not 


debts for necessities even though he may not be a party 
to a contract. Although a wife cannot be held responsi- 
ble for her husband’s debts or contracts, she is very often 
a steadying influence. 


Mrs. Una Pearson, Pearson’s, Fort Smith, 
Arkansas: Accounts opened for the convenience of 
Mr. and Mrs. Customer should be so addressed on col- 
lection notices. In this great atomic era we are living 
in, a large majority of the “housewives” are earning a 
considerable portion of the income, feeling free to spend 
more money as they wish. With this fact in view they 
should assume their part of the expenditures. It is very 
likely that in this instance a “housewife” will pay the 
bill because “it’s ours’? which might otherwise be left 
unpaid. Naturally an account opened for an individual, 
husband or wife, with an agreement he or she will pay, 
would thus be addressed. 


V. E. Rasmussen, Treasurer, Evergreen Ceme- 
tery Company, Seattle, Washington: | feel that 
collection notices should be addressed to the party ar- 
ranging the contractual obligation—at least, as long as 
the account is current. If the account becomes in ar- 
rears and no attention is paid to letter or statement 
mailed the individual, I think it would then be proper 
to call the attention of the other member of the family 
to the past-due item. On accounts where it is a joint 
account and both parties are signers or mentioned in the 
body of the contract or arrangement for credit, it would 
be proper to address correspondence, statements, etc., 


jointly to Mr. and Mrs. 


Edith Williams, Harris and Williams Frozen 
Foods, Denver, Colorado: Since we require two 
signatures (husband and wife) on notes taken for three 
or four months in payment of food, all correspondence 
sent on those notes is addressed to both Mr. and Mrs. 


I believe this is a gentle reminder that both are equally 
responsible for the payment of their joint debts. On 
30-day charges or locker rentals, I usually send all 
notices to the person who has signed for the locker or 
purchase. Generally speaking, however, I do believe 
that it is more effective to send collection notices to both 
parties. Since there are so many working wives today, 
it is good policy to remind them of their responsibilities, 


too 


Dairy and Baking 


QUESTION 


It seems to me that the milk bill is often the 
last one to get paid. Would charging interest 
on past-due accounts help collections? 


ANSWERS 


Wilson C. Fox, The Babcock Dairy Company, 
Toledo, Ohio: | will admit that it seems that a milk 
bill or a doctor bill is about the last thing that some 
people think of paying. I think this is due to the fact 
that there is no security behind it and the seller has not 
established a definite due date at the time the account 
was opened. Adding interest on to an unpaid milk bill 
would not be good business, for several reasons. 1. The 
majority of milk bills are small enough that the interest 
would not amount to much. 2. It would mean more 
bookkeeping for the dairy and give a false impression as 
3. This 


type of customer would not get alarmed about a few 


to the actual amount of past-due indebtedness. 


cents more interest, as a lot of them do not intend to 
pay even the original amount. 4. On an account that is 
collectible, but past due, it would be a poor business 
policy to antagonize the customer. 5. Better put a little 
more effort in actual collection work than hold this threat 
over the customer. 6. If for any reason a note was taken 
from the customer as security for the account, the note 
would bear interest and be collectible. 


A. L. Haynes, Credit Manager, Donaldson 
Baking Company, Louisville, Kentucky: | do not 
think it would help our business because we have quite 
a problem of meeting competitors’ prices now, particu 
larly in chain stores where they sell bread from five 
cents on up cheaper than we do. Then if we come along 
and charge interest on past due accounts I fee] we would 
have a problem of selling because of the difference in 
chain store prices and ours. I believe that charging 
interest would eliminate collection problems and possibly 
cut slow accounts down tremendously, but it would 


create another more serious problem. 


Harry W. McMillan, The Borden Company, 
Detroit, Michigan: Charging interest on past-due 
accounts would involve much bookkeeping on the part of 
the route salesman and would create errors and com- 
plaints. Most milk bills are small and the amount of 
interest would be trivial. The end result would not 
justify the cost in time spent. ‘This time could be used 
more advantageously by the route salesman in soliciting 
new accounts which would pay better dividends to both 
route salesman and the company than any interest that 
might be collected. As an alternative, I would suggest 
that no rebates or discounts be made from the price list, 
but to grant the same rebate or discount only when the 
bill is paid according to the terms established with the 
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customer. ‘This practice would be similar to the methods 
used by some utility companies. I believe this type of 
program would help collections more by giving the 
customer an incentive to pay on time. If the customer 
did not pay on time the rebate or discount would be 
forfeited and would amount to charging interest and 
would not oftend the customer as much as charging 
interest on a past-due bill. I trust this will create think- 
ing along this line, as I believe it would be an effective 
means toward helping to collect our accounts promptly. 


Walter Menzenwerth, St. Louis Dairy Com- 
pany, St. Louis, Missouri: It would probably help 
collections but hurt the continuity of sales, good but 
slow; these customers would buy from your competitor. 
However, I have a question: “What flimsy justification 
is offered for permitting milk accounts to be paid last?” 


V. W. Phillips, Golden State Company, San 
Jose, California: Perhaps charging interest on past- 
due accounts would speed up payment. However, as far 
as I know, it has never been tried in the milk industry. 
Personally, I do not think enough advantage would be 
gained to offset the ill will the practice would create. I 
belive that if accounts are opened properly and receive 
the necessary follow-up the milk bill can be collected 
ahead of many other bills. Collections will be earlier 
and losses lower than in most department stores. I feel 
quite sure the milk bill is mot the last bill to be paid. 
Therefore, I would definitely oppose charging interest. 


W. A. Schenk, Ideal Pure Milk Company, 
Evansville, Indiana: | think it would be unwise to 
charge interest on past-due milk bills. It would probably 
result in some of these accounts being paid, but would 
also lose some customers. This would also require a lot 
of clerical work and the interest collected would not 
nearly compensate for the work involved. ‘There are 
many people who think they can, and do, take their time 
in paying milk bills, making an occasional payment but 
hardly ever in full.. They do have to be reminded 
through regular collection procedure, but if you charge 
interest on past-due accounts you will lose a lot of busi- 
ness and good will. 


Consumer Finance 


QUESTION 
What is the best procedure to protect our- 


selves against duplicate borrowing on personal 
loans? 


ANSWERS 

J. R. Chapline, President, Chicago Lenders 
Exchange, Evanston, Illinois: ‘The best procedure 
to protect ourselves against duplicate borrowing on per- 
sonal loans is active membership in a strong, efficiently 
run loan exchange, which is mindful of the interests of 
both borrower and lender. Such exchanges have been 
organized by consumer finance lenders in most of the 
principal cities of the country. Their chief function is 
to maintain accurate records of all consumer finance 
loans made to any one borrower. This information is 
supplied to them by the individual lenders at the time 
when the same borrower applies to another lender. ‘The 
success of these exchanges depends entirely on 100 per 


cent membership and the accuracy and efficiency of the 
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individual lenders in furnishing the exchange with the 
necessary information to keep exchange records accurate. 
A three-loan-plan exchange has worked out the best. 


. This plan limits each borrower to one automobile, one 


furniture, and one signature loan. Debt consolidation 
is one of the most important services rendered by our 
industry. Exchanges which permit more than three 
loans do not serve’ the borrowing public adequately in 
this respect. The combination of existing debts into one 
also furnishes the borrower with reduced interest costs, 
as well as lower monthly payments. The increase in 
bankruptcy petitions during the past few years points 
out that some potential borrowers are incapable of a 
real analysis of their own credit limitations. The re 
sult is overloading which leads to bankruptcy courts, 
and, in most cases, a loss to the lenders. Any exchange 
furnishes the prospective lenders with information which 
enables them to evaluate soundly the borrower's current 
ability to meet his obligations. A limited-loan-plan ex- 
change makes it difficult and often impossible to ignore 
warning signals and run the risk of an overextension of 
Membership by all lenders in 
loan exchanges in every market area where they exist 
is strongly advocated. 


credit to a borrower. 


All lenders are urged to become 
active in the management re ponsibilities of running these 


exchanges and to do everything possible to strenethen 
them and continue to increase their effectiveness. 


M. L. Goeglein, Vice President, Pacific 
Finance Loans, Los Angeles, California: In 
many cities where consumer loan offices do business, they 
protect themselves from duplicate borrowing by organ- 
izing what is called a “lenders’ exchange.”’ Member 
offices then ‘clear’ the name of any personal loan ap- 
plicant. If the name is “clear,” this means that the ap 
plicant has no personal loan with the other member of- 
fices. If a member has previously called in the name, 
the code number of that member office will be given as 
having inquired on such and such a date. The next step 
is to phone that office for information as to type of loan 
and credit rating. In those areas where the number of 
consumer loan ofhces does not make it economical to set 
up an “exchange,” it is customary to get a credit report 
from the local credit bureau. If there are only two or 
three banks and consumer loan offices, the office con- 
cerned may, as a matter of routine, phone the other 
financial institutions on each application even though 
they were not listed as credit references. 


Paul L. Selby, Executive Vice President, Na- 
tional Consumer Finance Association, Washing- 
ton, D. Got The best procedure to protect against du- 
plicate borrowing on personal loans is (1) to obtain full 
and complete information about the financial status of 
the borrower; and (2) to exercise good judgment in 
evaluating the credit worthiness of the borrower and to 
act accordingly. Modern credit reporting systems are 
adequate if used consistently. In most cities, the credit 
bureau report and the report from the loan exchange 
should be checked with care on every new applicant. 
Credit managers should become more adept in the art 
of interviewing applicants. A skillful interviewer will 
ascertain facts which would be overlooked or escape the 
notice of an unskillful interviewer. Get the facts and 
then exercise good credit judgment in closing the loan 
or other credit transaction. 











Local Association Activities 


Buffalo, New York 


\t the annual meeting of the Retail Credit Association of 
Buftalo, New York, the following officers and directors were el ( 
President, Alfred Vogel, Alliance Mercantile Agency; First Vice President 
Paul Kuhn, Twin City Auto Co.; Second Vice President, Gilbert Kracl 
berger, Hens & Kelly; Treasurer, Edwin A. Hartung, Kobler 
and Secretary, Albert J. Little, Retail Merchants Credit Bureau. 

Howard Bald, Liberty Bank of Buffalo; Henry Kabel, Kay Jewelry 
Frederick Knorr, Buttalo Industrial Bank; Charles Lambour 
Co.; and Robert McKnight, Sattler’s. 





San Angelo, Texas 
‘I he Retail Credit Executives of San Angelo ‘Texas, elected the fol 
President, J. G. 
Johnson, Sears, Roebuck & Co.; Vice President, Etta Adams, Hemphill 
Wells Co.; Secretary, Jane Reader, Schulze Boster Clinic; and Treasurer 
J. O. Vinson, Credit Bureau of San Angelo. Directors: Guy Rutherford, 
Hemphill Wells Co.: and Lloyd ¢ ope, West Texas Utility Co 


Carlsbad, New Mexico 
The new officers and directors of the Retail Credit As 
‘arlsbad, New Mexico, are as follows: President, F. C. Williamson, Car 
Depot; Vice President, Don McKee, Bowman Lumber Co.; and 
lreasurer, Mrs. Myrtle V. Schreiner, Southern Union Gas Co. 
Walter Gerrells, Walter Gerrells Men’s Store; Ralph Zimmer 
man, Wertheim Furniture Co.; W. R. Middleton, Credit Bureau of 
Carlsbad; H. E. Rich, Foundation Investment Co.; and Robert Hamilton, 


er : 
Sears, Roebuck & Co 


lowing ofhicers and directors tor the year 1956 1957: 


Birmingham, Alabama 

ofhcers and directors have been installed for the 
Associated Retail Credit Managers of Birmingham, Alabama: President, 
Edward L. Goodman, Burger-Phillips Co.; First Vice President, T. M. 
Nesbitt, Finance, Inc.; Second Vice President, Oscar F. Pitts, Exchange 
Bank; Third Vice President, George W. Crawford, Alabama Power Co.: 
and Secretary- Treasurer, James E. Fenn, Credit Bureau of Birmingham. 
Directors: J. H. Wise, R. B. Broyles Furniture Co.; George H. Allen, 
Fidelity Mortgage Co.; R. E. Bice, Odum Bowers & White; Mrs. Cherrve 
Branvon, Engel Realty Co.; J. H. Cruce, Yeilding’s; B. C. DeLoach, 
Loveman’s; C. H. Gibson, Alabama Gas Corp.; Richard Kellett, Moore- 
Handley Hardware Co.; R. V. Sanders, Norwood Clinic: Mrs. Irma 
Thompson, A & A Ash Jewelry; Bertha Tomlinson, A. A. Bonds Furni 
ture Co.; and Virginia Young, Maring Crawford Motor Co. 


Miami, Florida 


At the innual meeting of the Greater Miami Credit 


The following 


Association, 
Miami, Florida, the following officers and directors were elected: Presi- 
dent, James W. Crawford, Railey-Milam; First Vice President, Carle E. 
Dunford, Biscayne Chemical Laboratories; Second Vice President, Alex 
ander De Marco, Family Finance Service; Third Vice President, David 
W. Cook, Hartley’s; Secretary, James C. Herren, Credit Bureau of 
Miami; and Treasurer, Ray Maver, Bank of South Miami. Directors: 
William H. Hearne, Bureau of Credit Administration; Henry Horton, 
Burdine’s; Rolf Hussman, Collins Garage; Herbert D. Jarvis, Burdine’s; 
G. David Parrish, Parrish, Tyler and Carey; G. Leonard Poole, Earl 
Billings, Music; Flovd W. Pyle, United Bureau of Collections: and John 
Wittev, Shaw Bros. Oil Co. 


Lansing, Michigan 
The new officers of the Lansing Retail Credit Association, Lansing, 
Michigan, are: President, Sarah LeClear, J. W. Knapp Co.; Vice Presi- 
dent, Richard Winters, Federal Department Store; Secretary, Mrs. Char- 
lotte Smith, Lansing Dairy Co.; and Treasurer, Edith L. Byrns, Mills Dry 
Goods Co. 


THE CREDIT WORLD W 


FREE! 


Ten BRAND NEW Ways for 
You to Collect “Past Due’ 
Accounts Yet Retain 
Customer Goodwill 


Cut Collection Costs 
with 
Collection Stickers 


All of them are guaranteed to 

prompt payment trom customers who 
let their accounts lag behind. In the 
selection you'll find stickers for every 
type of debtor from the 
to the really tough-skinned ones. With 
these stickers you can be sure your 


“Slow-pays”’ 


statements will stand out from others. 
\nd that is important. For, as you 
know, money has been tightening up. 
\nd the creditor who prods his “slow 
pays” gently, jogs them into prompt 
payment. Let us send you these 10 
ditterent stickers free. Thev cost you 
nothing. You are under no obliga- 
tion! But we are so convinced you 
will want more that we are giving 
these stickers to you absolutely free! 
For mailing now we will also include 
a “stop credit notice” which is guaran- 


to pull up to SU per cent. 


MAIL THIS COUPON NOW! 


COLLECTION AIDS CO., Dept 
380 MAIN STREET 
EAst ORANGE, NEW JERSEY 


Rush free the 10 stickers that help cut 
collection cost and “Stop Credit” 
notices I am under no obligation 


ind no salesman will call 


Firm 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 








(# Ghanting Credit in Canada &) 





Report From Annual Meeting 


(Continued from June CREDIT WORLD) 


Immediately the meeting was called to order there was con 
siderable discussion regarding the press releases The Secre 
tary advised that members of the Press in Winnipeg had been 
invited to meet with the Committee at 9:05 A.M. on Tuesday 
Mr. Downie and Mr. Hulme were named to the Committee 
It was suggested that if Mr. Crowder was still in the hotel 
at that time that he be included in the press meeting 

Mr. Hulme then made a very comprehensive report on his 
activity as the representative to the Canadian Credit Institute 
Committee formulating the new course of instruction to include 
sections of particular need to Credit Personnel in the Consumer 
field. Mr. Hulme recommended that our Association sponsor a 
year-to-year bursary for the second year student with highest 
joint marks in Credits and Collections for Canadian competi 
tion On motion duly made, seconded and carried, an expendi 
ture of $100.00 for 1956 was approved, to be administered by 
Mr. Hulme 

Representation at the International Consumer Credit Confer 
ence in St. Louis was discussed. It was duly moved, seconded 
and carried, that the expenses of our President be paid and 
that he be authorized to co-sponsor a cocktail party with the 
President of Associated Credit Bureaus of Canada as has been 
the custom in the past few vears to bring all Canadian dele 
gates together 

The Secretary was instructed to have letterheads printed 
with the names of the Directors shown thereon and provide 
each with a supply for their own use. The Secretary read a 
communication from the Windsor Chamber of Commerce rela 
tive to amendments to the Small Loans Act and after discussior 
this was tabled. 

Io replace CREDITWISE during 1956 there will be a President's 
message to each Unit once a month—or as often as is practical 
In addition it was suggested that a Committee be appointed 
to develop further the facilities for the Canadian section in 
The Crepir Wor.p, with the possibility of changing the head 
ing to “Granting Credit in Canada.” Mr. Hulme spoke in this 
connection advising that the complete co-operation of the in 
dividual Units is needed to afford and assure a suthcient volume 
of such material for publication to maintain the project. H« 
was assured by the delegates that each Unit would make every 
attempt to have its Secretary or a publicity committee supply 
a write-up of activities or feature article each month The 
Director in each case was appointed by the President to assure 
the co-operation of Units within his area 

Ihe National Ofhce was requested to make a survey regard 
ing the practice of charging for cashing cheques This is 
becoming a much broader activity particularly by department 
stores in Vancouver and that Unit has asked that the facilities 
of the National Othce be made available to provide the results 
and experience of other Unit » involved in Canada and the 
United States 

On motion duly made, seconded and carried, the treasure 
was instructed to pay to Associated Credit Bureaus of Canada 
the sum of $3,000.00 to help defray expenses of the National 
Ofthee during the present year 

On motion dulv made, seconded and carried, J]. H. Howes 
was re-appointed Auditor for 1956, with payment of the 1955 
account in amount of $25.00 being approved 

he report of the Nominating Committee was requested by 
the Chair. In moving the adoption of the Committee's report 
the Chairman, Mr. Downie, drew attention to the excellent 
work done by Mr. Hulme in the past year as in the two 
previous terms He has served the best interests of the Asso la 
tion wholeheartedly The Committee Chairman noted that 
more progress has been shown during 1955 than in any previ 
ous year and particularly finance-wise Credit Granters’ Asso 
ciation of Canada is rapidly advancing to the goal set many 
years ago by those who conceived and actively promoted the 
formation and development of the Association The dele 
gates enthusiastically endorsed Mr. Downie’s remarks and 
thanked Mr. Hulme for having contributed so materially to 
the welfare of the Association and for being its most active 
member in achieving the results recorded 


98 CREDIT WORLD 


JULY 1956 


The Committee recommended nomination of the fol 
serve as Directors H. L. Hulme, Toronto, Ontario 
Belleperche, Windsor, Ontario; W. J. Thomson, Winnipeg, 
Man.; A. Gillespie, Vancouver, B. C.; R. O. Oxner, Halifax, 
N. S.; W. H. Martin, Regina, Sask.; T. M. F. Gerry, Toronto, 
Ontario; J. W. Wilson, Montreal, P. Q.—the Ottawa Unit 
to be represented by its in-coming President 

Ihe Chairman called for further nominations from the floor 
There being no such nominations, on motion duly made, sec 
onded and carried, the nominees were de ared elected The 
following were appointed Directors-at-large Rita Barnes, 
London, Ontario; N. K. Gateson, President of ACBof¢ l > 
Crowder, N.R.C.A.; K. G. Montgomery, Edmonton, Alta 

The meeting adjourned to give the ne v elected Directors 
an opportunity to appoint their ofhcers. On reconvening the 
annual meeting it was announced that Mr. Hulme had been 
prevailed upon to continue as President for a fourth term with 
W. H. Thomson as First Vice-President and N. F. Belle 
perche, Second Vice-President Mr. K. G. Slocomb continues 
as Immediate Past President and Mr. Downie as Honourary 
Secretary-Treasurer; both are members of the Board of 
Directors Arthur Bullied was re-appointed as Secretary 
Ireasurer for the vear Presidents of the Units are automati 
cally Honourary Directors, as are Past Presidents of this Asso 
ciation 

The Secretary recorded receipt of letters from Past Presi 
dents Marsden, Richardson and Bell, regretting in each case 
their inability to attend the annual meeting, but assuring the 
\ssociation of future full co-operation and best wishes for 
continued progress and development Before adjourning the 
President stated that the next genera! meeting will be held 
in conjunction with the International Consumer ( lit Con 
ference in St. Louis, Mo June 18 to 22, 195¢ The next 
innual meeting to be held in February, 1957, in conjunction with 
the Fifth District Conference at Niagara | Ontari dates 
and details to be announced The meeting adjourned at 6:25 
PM 


Minutes of Joint Meeting 


Associated Credit Bureaus of Canada 
Credit Granters Association of Canada 


March 12, 1956 


The meeting was called to order at 2 p.m. by N. K. Gateson, 
president of Associated Credit Bureaus of Canada, welcoming 
the Credit Granter delegates and expressing his belief that 
both Associations benefit materially from presentation and 
solution of the mutual problems encountered when these joint 
sessions convene. Mr. Gateson introduced Mr. H. L. Hulme, 
president of Credit Granters’ Association of Canada 

Mr. Hulme first outlined the 
in the joint sponsorship of the : 
the Canadian Credit Institute to include subjects and require- 
ments of credit personnel granting credit to consumers. Mr 
Hulme outlined what had transpired during the past year and 
read a letter from Registrar | I. C. Burke in appreciation of 
the efforts of Mr. Flemington, the ACBofC representative on 
the Committee, and Mr. Hulme, the CGAC representative 
Mr. Burke quoted registration figures confirming increased 


ogress which has been made 


p 
' 
t 


! 
ducational course provided by 


acceptance of this course, and noted also the position it has 
assumed in the minds of employers requiring degree status of 
potential employees. Mr. Burke also announced that H. I 
Hulme has been elected a Director of the Canadian Credit 
Institute National Board, to provide further liaison between 
our Associations, and assure continued facilities and co-opera 
tion toward the extension and promotion of this educational 
facility. Mr. Hulme thanked the Credit Bureau Managers for 
their assistance in swelling the enrollment and requested a 
similar future co-operation to the mutual benefit 

Mr. Hulme stated that an Eastern Canadian Credit Con 
ference had been originally contemplated and scheduled for 
October, 1955, but, because of difthculties arising, it had not 





been possible to convene at that time. He asked the full co 
operation of all present and all members of both Associations 
in supporting the Fifth District National Retail Credit Con- 
ference being held at Niagara Falls in February, 1957. It is 
planned that this shall be an Eastern Canadian Credit Con 
ference and Mr. Hulme asked that the Credit Granters’ Asso 
ciation of Canada and Associated Credit Bureaus of Canada 
hold their Annual Meetings at Niagara Falls at this time to 
bring together as many Credit Bureau personnel, Credit 
GGranters and Credit Women’s Breakfast Club members as 
possible, to assure an unprecedented Conference of the greatest 
possible value to all delegates. Mr. Huime requested that this 
meeting be publicized from here on and that everyone con 
cerned be made acquainted with and prevailed upon to attend 
the Niagara Falls Meeting 

A. D. Sinclair of Ottawa expressed the feeling of the 
Ottawa Unit that such a conference was long overdue and 
agreed it might be possible to hold the Annual Meeting of 
both Associations in conjunction with this District Conterence, 
thereby following out Mr. Hulme’s request This suggestion 
was concurred in by Mr. Beaman and Mr.’Slocomb. However, 
Mr. Slocomb pointed out that this should be of great benefit 
to the Credit Granter Units in Eastern Canada, but because 
of the distance, a large delegation from the West would be 
very doubtful Mr. Slocomb felt that District participation is 
most beneficial and asked that every possible means be taken to 
develop the organization at the District level 

This brought discussion regarding conflicting meetings of the 
Executives and Committees However, the opinion was ex 
pressed that these could possibly be arranged through under 
standing and co-operation on the part of the Planning Com 
mittee members, to provide a minimum of confliction and maxi 
mum advantage to all delegates attending. Mr. Gateson called 
on the Credit Granter delegates to comment on behalf of their 
individual Units 

Mr. Belleperche of Windsor noted the ‘complete acceptance 
and success of the Automatic Reporting System in effect in the 
Credit Bureau of Windsor, recommended and supported so 
strong by E. L. Silver during recent vears 

John Meade, president of the Port Arthur, Fort William 
Unit felt that as a result of his attendance no Unit could 

1 to have its president miss the Annual Meeting because 

o much constructive benefit to be received by the delegates 
for promotion and development of their units John Wilson 
representing the Montreal Unit, pointed out that the Credit 
Bureau of Montreal is doing a fine job for the membership 
and they wished to record appreciation Mr. Sinclair noted 
that the Ottawa Unit pays the expense of the pr nt to t 
International Conference in gratitude for the work done while 
in ofhce. However, they do contemplate a change to pay the 
expenses of the incoming president attending the Conference in 
order that during his or her vear in othce the Un't may benefit 
to the greatest possible degree from ideas and constructive 
suggestions received while at the International meeting 

Mr. Walker stated that an arrangement had been made by 
their small Unit at Lakehead whereby its president must 
ittend one National Meeting each year, with the Unit paying 
half the cost Unit policy was explained by Mr 
Gillespie They send a delegate to the National or the Dis 
trict Meeting and are developing a reserve fund to make it 
possible for them to have a delegate and pay the expenses to 


Vancouver 


any Conference where the Unit feels they should have rey 
resentation 

Mr. Morin, president of the Quebec advised 
that in cooperation with the Credit Bureau, their Unit had 
recorded 107 per cent increase in membership during 195¢ 
Mr. Murray of Edmonton reported satisfactory progress and 
development during the past year. Mrs. Nedra Carson stated 
that under the direction of newly elected president Ken. W 
Reid, the Calgary Unit is progressing favourably and may be 
expected to expand within the coming year 

Grace Volter, representing the Credit Bureau in London 
Ontario, mentioned that they had a very successful Breakfast 
Club and that although the Credit Granter Unit was planned 
the size of the city and local conditions have made it difhcult 
to achieve 

Mr. Gerry of the Toronto Association announced a concerted 
effort to build the Toronto organization to its rightful place as 
the largest Unit in Canada, and that on March 26 a reorgan 
ization meeting was scheduled, at which they hoped to record 
more favourable results and a much increased membership 
Mr. Martin of Regina reported steady progress in their Unit 
with the complete co-operation of the Credit Bureau. He ad 
vanced a most constructive suggestion that where distance is 
not too great the Units co-operate advantageously to provide 
speakers and personnel for panel discussions, ete 

In this respect Mr. Paskor, owner of the Credit Bureau of 


Brandon, thanked the Winnipeg Unit for assistance provided 
by sending some of their Directors to assist him in forming a 
Unit at Brandon. Mr. Hulme called upon L. S. Crowder of 
National Retail Credit Association to bring the meeting up-to 
date on N.R.C.A. activities Mr 
ticularly that delegates to the Conference in St. Louis in June 
attend the afternoon session on Sunday from 2 to 5 P.M. where 
credit problems of local associations and District problems 


Crowder suggested par 


membership, et would be discussed and successful 
by the various units made known Mr. Crowder announced 
that National Credit Week, scheduled for April 22-28, would 
bring great benefit to the Credit Granter Unit and Credit 
Bureau if properly and aggressively promoted He stated 
that 448 cities in 38 states and 10 Provinces received the Credit 
Education Week Kit last vear and as a result many put on 
most successful campaigns 

Membership in N.R.C.A. is increasing in both Canada and 
United States, totalin ver 40, members, over 10 per cent 
in Canada Ir. Silver, manager of the Credit Bureau of 
Windsor, stated that Credit Bureaus can be improved to the 
benefit of the Credit Granters and with continued support and 
mutual understanding both should lo 
ind modernization to provide the ty of service necessary 
for the modern business tempo 


provyects 


toward improvement 


Mr. Hulme stated that during the time he has been working 
with the two Associations, definite improvement and develop 
ment have been recorded over the years and he feels that a 

deal of this is attributable to the joint meetings and in 

ual nderstanding by members of th Associa 

tions Hulme presented the resolution from the Credit 
(;ranter \ssociation of Victoria relative to garnishment of 
Federal Government Employees He thanked the Victoria 
Unit for having proposed this project and asked complete sup 
port of it, announcing that the Credit Granters’ Association of 
Canada has i} 
ise in 1956 to pub icize and promote the project and req 1ested 
that all possible support be given by Associated Credit Bureaus 

f Canada 

Mr. Ellis of Victoria thanked the Credit Granters’ Associa 
tion of Canada for its support and noted some of the favour 
able activity also supporting it by the Bar Association, Cham 
er of Commerce and other Credit Granter Units After 
detailed consideration it was agreed that outright support by 


pointed a committee and allocated $5 for 


members of Associated Credit Bureaus of Canada might not 
be in the best interests of the resolution, particularly where 
Collecti Service Divisions are operate \ ie Bureaus 

However, the Bureaus’ help could be solicited by having 
each Credit Bureau member support the resolution when the 
project is further developed and members of Parliament, the 
Press, etc., are approached 4 motion of thanks was made 
to the Winnipeg Unit for the courtesies extended the delegates 
while attending the meetings of the two Associations Thanks 
were likewise extended to Mr. Masson of the Credit Bureau 
of Winnipeg for his assistance The meeting adjourned at 
4:15 p.m. with the hopeful expression by Chairman Gateson 
that many of the delegates would be attending the next meet 
ing in St. Louis and that they and other Units and Credit 
Bureaus would be fully represented at the Niagara Falls meet 
ing in February, 1957 
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Annual Report 


Consumer Credit Controls: \lajor etiort has been 
devoted to this subject since January, 1956. On January 
24+, 1956, Dr. Arthur F. Burns, chairman of the Council 
of Economic Advisers, submitted his statutory report to 
the President as required by Act of Congress (15 
U.S.C.A. 1021). Dr. Burns’s report contained among 
its major recommendations a proposal for a study of “‘the 
problem of restoring the government's power to regulate 
‘Thereafter 
increased ettort was made to obtain and survey current 


the terms of consumer installment credit.” 


government statistical material dealing with the eco 
nomic problems of installment credit controls, a large 
volume of which is available and/or issued currently by 
such departments and agencies as F.R.B. (Federal Re- 
serve Board), Federal Trade Commission, Commerce, 
Treasury, and Securities & Exchange Commission. 

On March 1, 1956, the Joint Committee of Congress 
on the Economic Report issued its report, likewise re- 
quired by the above-cited statute, which concurred in the 
above recommendation as to a proposed study of credit 
controls. Following this an exchange of letters was 
made between the chairman of the F.R.B. and chair- 
man of the Council of Economic Advisers, whereby the 
F.R.B. agreed to undertake a study of installment 
credit controls. On May 14, 1956, the F.R.B. released 
a letter describing in some detail a five-point program of 
a comprehensive study which it was indicated would be 
completed in the early part of 1957. Meeting on March 
23, 1956, in Washington, the Legislative Committee 
adopted a Resolution opposing governmental authority, 
standby or otherwise, for the regulation of consumer 
installment credit. Mr. Clagett has recently attended 
several conferences and meetings in connection with the 
subject of controls. It appears that this subject will 
continue active for some time to come. 


Chapter 13 of the Bankruptcy Act—Wage 
Earner Provisions: ‘The atest report of bankruptcy 
statistics, for fiscal 1955, available from the Adminis 
trative Office of the U 
of Chapter 13 has continued its upward trend although 
the increase from 9,634 cases in 1954 to 9,864 cases in 


S. Courts, shows that the use 


1955 was not nearly so large an increase as in fiscal 1954 
over fiscal 1953, when the former year showed an in- 
crease of 964 cases over the latter. N.R.C.A. for the 
past tour or five years, by action of both the Legislative 
Committee and the International Conference, has 
ommended an increase in the statutory monetary 


ro- 


under which wave earners m: file Chapter 13 1 
ceedings. ‘Lhe Legislative Committee this year recom- 
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mended that the salary or wage limitation be eliminated 
entirely, thus permitting any person receiving salary or 


wages, without limitation, to file under Chapter 13. 


Garnishment of Wages or Salaries of De- 
linqguent Federal Employees: ‘\here has been no 
development in the matter of H.R. 87, introduced by 
R.Mo.) to establish 


national policy to permit garnishment of the salaries of 


Congressman Thomas B. Curtis 
delinquent federal employees. A matter of con 

interest and importance in this regard, howey 

finding of the Internal Revenue Service that a new 
provision—added for the first time to the Internal 
Revenue Code of 1954+—allowing levy and distraint 
against federal employees delinquent in their income 
taxes, has materially decreased the number of delinquen 
cies among such federal employees. In this regard the 
director of the Collection Division of the Internal 
Revenue Service has advised Congressman Curtis that 
while a statistical breakdown on a_ national basis of 
federal employees delinquent in their income taxes is 
not available, “. . . we are of the opinion that there has 
been a substantial reduction in delinquencies among 
government employees . . . since the e‘ective 

the 1954 Code.” 

In short, here for the first time was evidence that a 
provision somewhat similar to garnishment, involving 
federal employees, worked without the bringing of levy 
and distraint proceedings. ‘This would tend to prove the 
contention a major hurdle to enactment of national 
garnishment legislation—that actual garnishment pro 
ceedings need not be brought to cause the payment of 
seriously delinquent and overdue accounts among federal 
employees. While it is difficult to vet exact statistical 
information on the subject further efforts are being made, 
and will continue to be made, to obtain a breakdown on 
the relationship between the enactment of the levy and 
distraint provisions of the Internal Revenue Code of 
1954, and the cleaning up of income tax delinquencies 
of tederal employees. 


A Proposed Commemorative Stamp Honoring 
Consumer Installment Credit: \Ir. Clagett reported 
at some length on this subject at the annual Legislative 
Committee meeting, It was the sense of that meeting, 
following discussion, that rather than have such a pro- 
jected stamp tie in with the celebration of the 50th anni- 
versarv of N.R.C.A. (which might be a limiting factor 
as far as the success of the project is concerned ), it would 
be more desirable and in line with the common achieve- 
ments of the consumer credit industry that such a com- 





memorative stamp be representative of consumer credit 
as a whole. Liaison is being maintained with the Post 
Office Department in an effort to obtain any and all 
points of information which might prove effective in 


advancing the commemorative stamp project. 


Articles by Government Officials for The 
CREDIT WORLD: \l\r. Clagett was successful in 
having three articles for The Crepir Wortp prepared 
by government officials, and a fourth article now in 
preparation will be available for publication in the near 
future. ‘The obtaining of similar articles for the future 
has been planned and it is believed that three or more 
articles will be available over the period of the next 
twelve months. It appears that there are a number of 
important sources that can be tapped for vital and timely 
articles, and it is hoped that original material on subjects 
of special interest to the installment credit industry, ob- 
tained in this manner will make a substantial contribution 
in the consumer installment credit field. 


Hoover Commission Reports: Summary releases 
on all of the Hoover Commission reports have been 
studied, and in some instances extensive study has been 
made of the reports themselves. “The recommendations 
of the Hoover Commission are normally put into eftect 
in two ways: In some instances the proposed changes 
can be accomplished administratively within the particu 
lar departments and agencies concerned; in other in 
stances new legislation is required. Steps taken and 
progress made in both regards, as indicated by published 
reports from time to time, are followed by the Wash 


ington representative. 


Fees and Charges for “Whereabouts” In- 
formation: The subject of charges and fees for certain 
kinds of government services, reports, publications, etc., 
including “whereabouts” information, ts at the present! 
very much in the air. “The Senate Government Oper- 
ations Committee has recently issued another Report, 
No. 1467, which is the result of a restudy by that Com- 
mittee. Main recommendation was that the whole 
subject be thrown back to the so-called jurisdictional or 
legislative committees of Congress for a final determi 
nation. In the meantime some departments, such as the 
Defense Department, have continued to make charges 
for “whereabouts” information. Other agencies and 
departments have suspended proposed charges, or rule 
making proceedings to establish charges, pending further 


Congressional action. 


Miscellaneous Problems: Considerable time and 
effort have been devoted to such perennial questions as 
those concerning the form and content of the domestic 
money order . the problem of the so called debt adjustors; 
skip-tracing matters, in regard to which several cases 
involving new situations have been reported to the 
mF oe 

There has been slight contact with the Department of 
Justice in regard to the N.R.C.A, blotter and folder. 


Investigations and Opinions: Various subjects 


have been investigated or checked and opinions rendered, 
on behalf of the St. Louis office, or on behalf of members 
who have sent in requests. Reports and materials on 
various matters have been obtained and forwarded to St. 


Louis, or to members interested in the same. 
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SECURITIES CREDIT CORP. of Denver, Colorado, ordered 14 copies 
MERCHANTS ACCEPTANCE CORP. of Worcester, Mass., has ordered 21 





Collecting Old Accounts 
Installment Credits 
Current Collections 

Merchandise in Storage 


Conditional Sales Law 
Bankrupt y I aw 
Supplementary Proceedings 
Intra- and Inter-State 

Commerce L: 
Canon of Commerci: 
Digest of Commer: 

For All States 


For Collection 














--———CLIP AND MAIL THIS COUPON TODAY! 


NATIONAL RETAIL CREDIT ASSOCIATION 
375 Jackson Ave., St. Louis 5, Mo. 
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Sditrial COMMENT 


Congratulations, St. Louis! 


HE 42nd ANNUAL International Consumer Credit Conference was 
outstanding. 


The meeting Sunday afternoon for a discussion of activities of 
Local and District Associations, the Workshop on Monday afternoon 
and the group meetings Tuesday, Wednesday and Thursday afternoons 
were well attended and the discussions interesting and most con- 
structive. 


Addresses by Paul Millians, Vice President, Commercial Credit 
Company, Baltimore, on the Workshop program, Arch N. Booth, Ex- 
ecutive Vice President, Chamber of Commerce of the United States, 
on Tuesday morning, Kenton R. Cravens, President, Mercantile Trust 
Company, St. Louis—the largest bank west of the Mississippi with the 
exception of the Bank of America chain—on Wednesday morning, and 
C. Hamilton Moses, Chairman of the Board, Arkansas Power and Light 
Company, Little Rock, at the closing session on Thursday morning, 
were enthusiastically received. Many comments were to the effect 
that it was our most successful conference. 


Entertainment for the visiting ladies on Monday, Tuesday and 
Wednesday, the Municipal Opera for all members on Tuesday evening 
(unfortunately we were rained out after the first act) and the grand 
finale, the banquet on Thursday evening, resulted in many expressions 
of appreciation. 


The high light of the conference was the banquet, at which the 
National Ketail Credit Association honored the Associated Credit 
Bureaus of America with a birthday party on its 50th Anniversary. 
A Steuben museum piece was presented by the N.R.C.A. to Harold A. 
Wallace for the ACBofA. 


Make your plans now to be with us next year in Miami Beach, 
June 16-17-18-19-20. 


[eran 


General Manager-Treasurer 


NATIONAL RETAIL CREDIT ASSOCIATION 
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Retail | 390 Pages... 
Credit 


Fundamentals 


Waterproof 


Binding 


Written expressly for the Educational Course of the National Retail 
Credit Association by Dr. Clyde William Phelps, Head of the 


Dept. of Economics of the University of Southern California. 


"ES HIS TEXT and refere: 
| 


nas been mpietely revised 


| 1 1 ] 
erences and illustrations have been brought up to date 
ind two new chapters have been 


Credit Control and Age Analysis of Charge 


added, Bookkeeping for 
g unts. 
Everything possible has been done to make this the finest 
textbook on retail credit. It has been prepared under the 
direction of and in collaboration with the Educational Com 
mittee of the Association and other leading credit executives 
throughout the United States and Canada. 


\lthough primarily published for use in our educational 


yurses on Credit Fundamentals, this is a book which every 
credit executive should study and have on his desk for ready 
reference. It is as adaptable for home study and self 
improvement as it 1s for class work. It covers every phase of 
retail credit and collection work. Order your copy 

The book, “Retail Credit Fundamentals,” 
is available to credit bureaus and credit asso- 
ciations, in lots of 25 or more for credit school 
purposes only, at $3.00 per copy. Single 
copies may be ordered at $5.00. 





Write the National Office for our Brochure, ‘How to Organize and Conduct Credit Schools’’—free on request 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 JACKSON AVENUE ST. LOUIS 5, MO. 
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